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The Entrepreneurship Training‘Components are based-on
information from many sourcés. Special acknowledgement
is due the Small Business Management and Ownership
materia}s designed and tested by CRC Education and
Human Development, Inc. for the U.S. Office of Educa-
tion's Bureau of Occupational and Adult Education. .
. Special thanks are owed the entrepreneurs who shared their
experiences during the preparation of t:h:Ls\modx\xle.1
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. This module describes people who have started and

=

INTRODUCTION

How are you going to use your job skllls after you:
flnlSh school? ‘

-
»

L3

Have you ever thought about startlng your own hair .’
styling shép?

’ I

N <

managed hair styling shops. It gives you an idea of
what they do and some of the special skills they need.

'

»

You will read about”

planning a hair styling shop
choosing a Iocation

getting money Bo start

beipg in charge

organizing the work
* setting prices

advertising and selling
- skeeping financial records
keeping your business successful

+

.
2

* L4

You: will also have a chance to practice, some of the
things that owners of a hair styling shop do.

.

. b
f

o
’

Then you will have a better 1dea of whethet a career
“as this klnd of a business owner is: “for yQu.

-
>

, - ~
~ 1

. %
Before you read this module, you mlght want to study
Module 1: Gettlng Down to Business:” What's It All
About? : °

-

’
v

When yoit finish thls module, you mlght want to read
Module 16: Getting Down to Business: Health Spa.

This module describes a related business in the. health

area.
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. ) ‘Rlanning a Hair Styling Shop

. - o

Goal: To help you plan your hair st&ling shop.

-

F

Objective 1: Describe the services, customers, and
competition of a hair styling shop.

Objeétive 2: List three personal qualities the
owner of a hair stylidg business might have.

Objective 3: Ljist two ways to help your
business tstand out" from its competition.

Objective 4: List two“épecial legal
requirements for running a-hair styling shop.

<

y




THE CASE OF DINAH SIMM&

K -

Dihah Simmons was always hard working and energetic.
When her second child was three, inah took ‘stock of
herself. She had done well in high scheol, taking many
sécretarial and business courses. However, she did not °

" want to do clerical work., Dinah had always been good at

styling her own hair.’ She also had done her husband's and
some of her friends' haif. She decided to enter

“cosmetology school. :

In less than two years Dinah had obtained a cosmetolo-
gist!s license. She worked for a nearby beauty shop while
awaiting her third son's birth. She went back to work when
he was a few months old. But the desire to be her own boss
had. been building-in Dinah. 'She now felt ready to go into
business for hers¢lf. Dinah set very clear goals for the
kind of cosmetology ‘business she wanted. "Maybe I won't
get exactly what I want right away," she-thought. "But if
I know what I do want,.I'll get it sooner!"- :

Dinah decided she would'offer only hair care ser-
vices: shampoos and condltlonlng,*cuttlng, permanents,
halrsets, and coloring, She had been trained to give
manicures and facial treatments. But she regardedthese
as "frills." She'd prefer to concentrate on creating .
better hair styles for her cuskomers. Dinah hoped to
attract ma1n1y professional women and wives of profes-
sionals. She thoughg that such people would become regular
customers. They, in turn, would recommend her to their
friends. 'Also, Dinah did not want to deal with very long
hair or unusual styles that were most often wanted by
younger customers. )

Dinah felt that she could get an '"edge" on ‘the
competition. She would do an extra ggod job of helping new
customers consider a range of hair designs/styles and '
pointing out the best choices for them. She also decided
to learn about other local businesses offering beauty or
health services. Then she could tell her customers where
to get services she did not offer.
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, ' : Planning a Hair Styling Shop . , .

/ " '
" Dinah's hair styllng shop will be a small bus1ness., She will own

the shop and make all the declslons. She- will start with a small amoth

of money. She will work on her ‘own, with no employeés, and-in one loca- ot
tion. Like most small business Gwners, Dinah will’ need‘ .- )
o drive and energy;- R ) ) - '
® problem soly@ng gbility; and- . ' h
® ability to work well with people: ) P ’ A
Dinah has ,eclded ‘on thiibas1c serw1ces and hair c;re products she ‘(\4 ‘

wants to offer. She seems to have helpful personal qualltles for
running a hair styllng bu81ness. She has thought, about "how -she can

compete with other beauty salons. She has learned about legal require-

; /
ments for running her business. The next few pages tell you more about
" these things.
. ® ~ -
1 4
. ' - ] .
Services and Hgir Care Products : ' ' '
’ . The Basic service Dinah plans to offer is hair care. This includes
13 I3 . * . b I3 4 .
shampooing, cutting, waving, styling, and coloring. She may also decide
. : ] » ,
to sell hair care products such as shampoo and conditioner to her ,
custemers-, .
* ’
S ‘ -
Dinah could have decided to offer manicures and facial treatments. .
She might consider "specialty" services like "perm-laghes," hair
' weaving, hair straightening, or care of very long hajr. She could offer - .
not only shampoos and conditioners but alsc combs, brushes, hAir’
jewelry, nets, curlers, and‘sprays. o ) e .
[} ) . . ¢
- ) 0y
/ .10 - ‘
’ ‘ * .2 »
. : -
6 . . '
> “ 1

%
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. Advantages to Dinah's offering’manicures and facials are that:

0.
e she m1ght attract customers who at first wanted only manlcures

. -

 but then would have Dinah style their hair; -
. ¢~ she may be able to make more money in the same amount of
e . time--for example, by filing and coloring a. customer's ndils

while the customer's hair 1s\dry1ng, and . , ’

e she would increase her appeal td customers who want these other

- .

serv1ces in add1t10n to hair care.
. s

v ) - : A

\ Possible disadvangages to Dinah's offering manicures and facials are

that: .

e it may take longer to build-up her skills in hair stykﬁpé if

1 Dinah "spreads herself out" to do facials and manicures; .

‘e

Dinah may need more room if she stocks nail and facial greatment

supp11es as we11 as hair care supp11es——thls cou1d mean paying a’

_— .

. ! h1gher rent for her salon; and

L]

. e if Dinah hires someone to do the facials and manlcures, she W1f/ o

. have to supervise another employee.

-

These. are benefits to'selling hair care products like shampoos and .

[
conditioners.

.

e Dinah may recommend a particular product to customers tq,improve

N the health of tHeir hair. They are more likely to ‘use the .
product if Dinah can sell it to them. ) '
. 4
. o If there ts a good turnover on these products, se111ng them will

|
increase her business" profit margln.-

° - Customers will be grateful for Dinah's making it easy to buy

~

. good hair care products, .
‘ _ N

¢ . L

+ . . -

N " Thes® are possible problems or risks to selling shampoo and :
v . conditioners. e ¢ , .
) ° ASelling these products will require more of, Dinah's time in N .
//i\\ T i ‘, 1hon1tor1ng supglles, pr1c1ng, t1nanc1a1 records, and cash flow.
- ° Difiah may need more storage room, which cou1d raise her rent.
A . \ ' e If these products don t sell, Dinah may be 'stuck W1th a 1arge
- inventory she w111 have to unload at a loss.

. -
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,Dinah might want Eo attract the.university stidents in her ‘town. i
She(COuld offer serv1ces like.unisex (both men and women ) hair styll.,n,g, - .
. care of very long hair, or other specialty services that appeal to young '

or,minority customers. . A IS

. -

The Impoftance_of %ersonal Qualitfes . . i ' v

0 ! . ° .
Dinah Simmons has some personal qualities that will be very

- nmportant in making her small bu31ness a, Success. ~ The case study shows

: . ? -, .
- she 1is: . : . - X « A . . .«
! e hard wg;king and energetic; ‘ i
e eager for the chal%eﬁge of beikg her own boss; . T ‘
. able to complete her cosme;ole training and license require-
. r ’ .'
ments quicklyp ' ' e y
. . . . ’o : .
= -, e good at styling ha1r;~apd .
(e, ,’ ¢ : . «
‘ e able to think clearly about setting goals. .
¢ . . .

. .
Dinah max/fénq,that some of her personal qualiti’es, however, rub
}’ other people the wrong way.; For exampie, she ﬁay need tp work harder at
bein : - . .'
.. g . . o '
- e able to‘get along well with- customers and employees, and ‘ J/
e flexible and ‘willing to try new things. -
. N <
. D= .

. . .
N 8

Competing Successfully ’ . e

L ) -

' Dinah has thought carefully about how to be competlnlve. ) i .

5 She has gotten a good deal'of hair’ care tralnlng and experlence.’ {

¢ _She plans to advise each customer carefully.about ch01ces in

r\‘”f hair styles‘and what -is best for that person. i ~ e
s e ~She will make7a special “effort to attract people who can afford , -
- regular hair carée. She hopes they w&ll recommend her, to their
‘ friends .~

P J '

‘. - . ~
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What else mfght Dinah do to increase .her chances of success .against
the competition? She can try to get the only local éranchise to sell a
par ticular line of hair éﬁ%e products. Dlnah might want to offer
evening appalntments or reschedullng dn short notice to meet the needs .
of her most loyal customers: Flnally, Dinah must- consider the bus1ness

imgge she wants to project. She will probably want- to emphasize her

) profe381ona1 skill and knowledge. Other cosmetologlsts mi ght be”more

concerned with convincing the pub11c of their own fashion flair.  Or
they " might stress their ability to offer the very "]atest" désigns and
technlques in hair care,. .

- " ., * \

-

)

Legal Requirements ' ' N

To run her” own hair styling shop, Difiah must meet two types of 1egai
requirements. She must have a license to give cosmetology. service to
customers. The license means she has gone through an approved beéaugy
school program and passed the stat# licensing exam. She may also have
to’ meet state or local requf}ements for running certain types of
businesses. In most states, a cosmetologist needs one year of .
experibiice before opening or managing a beaht; salon. The bureau of
licenses in your state and &igy‘can tell you about rgquirements‘in yoﬁr

LR

area.

Summary : ,

-

Beauty salons provide hair care and other services: The owner must
decide what services to offer and how to attract and keep customers. It
helps if a hair styling shop owner has energy and drive, gets along well

with people, and is clever. at solving problems.
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. g " 7 Learning Activities \ o
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Al : . ' ’ " N ) %
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3 - -
v Individual Activities , ° | , R ’
- . - '3
PO . . . &
-~ ¢ N ‘w . .
1. a. Write d?wn the services you think you would deflm.tel’y offer if
you weré to become- the owner of a. halr stylmg shop. .
' ‘. ) N . . Qo' ) . /
» - . Write down other services you would congider offering. What
v ,‘G b‘ ; . .
i mi ght make you decide whether to offer each one? g
LI . —— ° . M . 2 . , \‘i\b,
. . ) » . R .;."2',‘" . N . R N
) < 2. 1In the followihg list of personal qualities, mark with a star (%)
those yqu think are most mportant for a hair styling shop owner.
L Mark w1th a zero (0) those you, think are most important for a
* sucqessf‘ﬁ cosmetologist not go havé. Explain each ch01ce. ’ !
Communicates well- . Likes to gossip !
> . * , - .
Ertergetic ] *Likes to work alone .
Good at saving money- ] ‘ Overweight -
Has a-sense ?gf style « Prefers outdoor work :
N Has good.eiresight Thin / '
g Has skin allergleé’ ) Very tall
Has very‘iarge hands Well groomed )
0N P ! ’
3. What ig, the "total market," that is, all the posgible customers, for
' < . a hai'r stylmg shop? .Write down the servjces a cosmetologist might
provide fors customers who differ in: ve o, .
~~ 4 - z
. . o, agej ’
\ PR ® sex; - . ’
o v s Y R ¢ 5
- e ethnic background; and ,
- * @ occupation (professional, white collar, \ P

a .
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4. 1If you hegan your own hair styling shop, what are some ways that you
could help yourself compete successfully? Write down at least one-
.thing you’could do to: - 0;3

’

a. offer a unique product or servi

-

b. offet a special support service; or '

c. create a specigl image for your business.

Y

Y .

‘Discussion Questions
{

4

¥

1: Some people‘féel that cosmetologists should pay most attention to

health. They should help their customers have healthler hair and

.uskin.‘ Others .think cosmetologlsts should emphasize beauty. They
should Pake their cllents more physically attractive. Team up with

a-partner. Each of you should take a different side on this issue.

. »
L d

Argue for your side. ' » . -

2. Many personél qualities miggt be good for a hair styling shop owner
to.have. Discuss why each of these’ could be'ﬁmportant.
¢ good physical health; " ~ .
(Of att;active but low-key personal appearance (no flashy jewelry,
§trong perfumes, or "far out" hairstyles); anq\ )

® liking to be comfortable and being able to-relax quickly,

a

"3, Mr. and Mrs. Nathan recently moved. to E'ug;aﬂe, Oregon. A'Eriend
. recommended Dinah Simmons to Mrs. Nathan when her hair needed a
trim. ‘She.was very bijfsed with the result. When, she noticed
that her husband needed“a haircut, she suggested he call Dinah. ,
Mr. Nathan said, "I'd prefer to go ;o a barber." Discuss the reasons
.why Mr. Nathan might prefer. a barber. Which of these reasons do you

agree with or disagiee .with? Why?.

4
? L g

Te

<)
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In most states, a person seeking

a. be at least 16 years of age;

N b. have completed the 1pth“grade;t. -
c. pass a physical examinatioﬁ' - ’
d. have graduated from a state—approved‘cosmeto and
e. pass a wrltten and practical 4 ing examinatigh. ’

Dlscuss p0831ble reasons fora§a£ﬁ of these requxrements.

Group Activity

I -

Select two local hair styling shops.

Ask parents and friends or .

check the Yellow Pages under "Beauty Salons."

. N -
Pick businesses that

differ in type ‘of customer.
yp

Call the manager of ‘each business and ask

- whether he or she is willing to come to your classroom fqr athalf-hour

interview. (Explain.what the class is about.) Set up a time for the

integyigwrfwBe“sure to get the owner's name. ,Write out the questioqs .

«

students will ask in the interview. .
® Ask questions to give you infomation about the services,
customers, and competition of each business. , .

o Ask about the personal qualities that the owner or manager feels

. are important, ) . : \
o Use questions to find out what the person is like. Also note
- . . .y
your gwn nmpress&ons. N R - )
» Ask what this bu81ness does .to stay ahead of its competltlon. . -
. Follow1ng the 1nterV1ew, spend 10-15 minutes dlscu331ng how these
buginesses are al;ﬁé or different in the things asked about. o
& # -
2 ..Q' .
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Choosing a Location

. . . . \

.

, Goal: To help you choose a location for your hair styling
. shop.

7
Y
-

Objective 1: List three things to think about

< b )
- in deciding where to locate ypur business.
Objective 2: Pick the best location for a hair
styling shop from three choices and explain your
choice.’ ” '
. #
. . .
- )
¢ L4
\
' -~ :
i L Al ’ ~
3
" v /
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w SIMMONS' BUSINESS LOCATION

a
A)

For months, Dinah Simmons had been scouting around her
community, Naperville.. She wast looking for a good location
for a beauty salon. Naperville is a city of about 100,000
population. Dinah felt she could locate her salon. anywheré
in the downtown or outlying business ateas. Thmt way she
could still drive to work in 15 minutes or less.. She
preferred the south side of town because bus service was
better. Also, more businesses were located in that area,

Dinah knew that there were at least four types of
beauty salons in Naperville, .Thére were salons in the two
largest hotels in town. There were also many neighborhood
salons. These included a few located in owners' own homes..
Dinah preferred a neighborhood salon in a business loca-
tion. She wanted to get the salon space on a long-term
lease. 3

N

Dinah checked the papers every week for business sités
that were available for rent or lease.” Whenever she found
one that sounded .good, she drove through the neighborhood.
First she called. Then she went to see the building sites
that seemed to be in neighborhoods that were busy and had
good parking. i T
Dinah finally chose the location marked "A" on the map on .
the opposite page.: It had 200 square feet of space--enough
for a waiting room, two operator}spaces, two sifiks, two’ or
three hairdryers, and storage space for supplies. A
bathroom and a small room for an office were attached. The
plumbing seemed okay, and there were plenty of electrical
outlets., There was a view of the park, and the windows
could be opened in warm weather. The lease payment seemed
a bit high for a non-downtown location. But Dinah liked
the extra space, and there was lots of free parking
nearby. She was able to get a long-term lease.
Dinagh was very excited. She told her husband why this
location wds good: '"It's.,easy to see and get to. It gives
me the space I need at-a reasonable ‘price. And it will «
attract enough of the kind of customers I want!"

4

-~

N -
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.
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Choosing a Locationp . '

-

tWhat to Congider o .

R

i

Dinah did some-good thinking before she chose the location for her
hair styling shop. She paid attention to important ques;ions“fegarding

a'good business location. : ~—

I
\

LS ¢ -
°

Is it in a good area’ Naperv111e has a b1g enough populatlon to

provide customers for her beauty salon.
t

\ .
Is .it an appropriate business location?, It is.a busy part af town.,

It is neaq‘other businesses .but not very close gggcompetfng beauty

salons. There is prebably a lot of car ;rafflc and some foot trafflt.

Plenty of parking. i's ava11ab1e. . A .

«
.

: “
Is it .an -appropriate byilding site? The building site has aﬂequatzf

plumbing, electricity, and ventilation. AlD these things are’Véry
important fqr a beauty salon. The space 1s shaped like a rectangle,
which will make 1t easy-to plan and de31gn the Salon.' There is enough
space for equ1pment and storage,,and space for a wa1t1ng room. Thisd
extra 33339/6111 allow for growth later on if Dinah's business does
'we11 Customers (and D1nah) will be happy to have a restroom close bya

And the offlce s pace w111 make it possible’ for Dinah to keep forms and

records handy'and peat. Y . .

Are there any other things that Dinah shoﬁld have done before she
chose this location? Remember, she took a dr1v1ng tour of the

neighborhood. She alsc inspected the building. , - ) o,

~




However, Dinah did not do the following things. T

‘ ) . . L , R &/

She did not take a walking tour of the meighborhood. This would

have givén her‘a’better sense of traffic” patterns. It also would have
¢ .
/ shown her the “number and type of pegple wgiklng through the neighborhood

and how good business wa% in nearby shops. . -

L 3

.
/ . Vo at
;

- “ . . " Lo ‘ |
/ . She did not go to the ley Plannlng Office. 'This.is a way to find
/ *‘out about zoning restrictions for homes and bus1nesses im the
)/ neighborhéod. The Offlce alsouhas plans for thldlng in the area.
. . e A
‘ - She did not vigit with former tenants or neighbors, - Binah mi ght
have talked to the last person 1q‘her bu81ness site or with neighbors or
o;%er tenants.' Then she could have 1earned‘more abopt‘
) ' e whether the constructlon!1s°okay,,and whether the heating, .
) plumblng, and electricity are in good worklng order; -.
h e the owner of the‘B’ildlng, and - ) NN
) e other tenants (what the other tenants who lease in this building
‘ . . are like, why the sparce:—negt'dpoﬂr is vaca‘nt,éet:c.). T -
' " : I .

She did not make follow—up visits t6 the location.,- The reason for

! this would be to get a better idea of the nelghborhood and to recheck :
‘ : the bu11d1ng site. J/ ' .t

.

°

3 K4 >

AN .

Dinah's business site es‘many'éood‘goints. For example, it has e'
“long-term lease. Also, it is, not 1ocated in her. e. A long-temm
lease means that the owner cannot, requlre a1nah po move on short notice.
Nor can the owner raise the rent Yefore the lease ig up. Belng’}n a
business location means that Dinah's sann will be convenient for most
customers. It w111 also be noticed by pe0p1e d01ng business nearby.

. Slnce she is not at home, she will not be dlstracted by her chlldren or
N e 1 A
other homg concerns. ’ .
SN &

. There are some possible problems- in Dinah's business location,

however.. Remember, Dinah's goal is to attract professional, well-to-do

r~ . : L4
. . customers. What features of the beauty salqnls-meighborhood might
. ) ) .

1

"ERIC. :
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v

bother this type offgustomer? Also, is anything missing in Dinah's
<, 3 ’

~ location? ..

-

-

. Professional, high~income customers might prefer a beauﬁy salon

@s’downtown near major f1nanc1al institutions and fine shops and . a
y , .

restaurants. Dlnah‘may need to work harder to attract them ;o her

nei ghborhood location. N

®
. v

The income level of the neighborhood is probably moderate, So Dinah

will have to kéep her prices down. Otherwise, she won't attract nearby .

’
.

customers. )
'

~

Having a car lot and motor vehicles divi'sion office across the
]

. street is not ideal. Many of their customers may not be in the market

~
for Dinah's services.

. .. Like most 1ocation§ then, Dinah's beauty salon has .a “few drawbacks
H ’ y

élong with its good points. No successful owner of a ‘small business can
afford to wait for a perfect 1ocat10n, of course. Dinah chose the
location gyom those available that best met the needs of her planned -
hair styling shop. S0 she is.off to a good start.

BN . '

r

°

‘ Summar

Choosing a location is important. First, you have to ‘pick a general
area with enough customers. To be sure you do _that, you have to get as

much 1nfonmit10n as you can. Second, you have £ plck a good spot for

P your salon. Now you know some things to think”about 1n plckxhg a
. ‘ 13 \
location. - .
' I
]
. . Y <
' o ; / . v
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Learning Activities ' ¢

5

Individual Activities T

1. Below is a list of 1nforﬂat10n you'll need to,pick a 51te for your
hair styllng shop. Match each type of informatibn neeQed with the

$
best way of gettlng that\:nformatlon. ,

s ¢

. . . -
Ways of Gett{ng Information . Information Needed. N
> a. Personally inspect éhe site — Whéthér urban, renewal 1is
b. Walking tour of the neighbbrhood planned for the area .
c. Visit to the City Planning Office ___ Times of day when auto - \
d. Talk with neighboring business ) %}affie is heaviest
owners v ) ___ Whether the plumbing is
e. Make follow—ﬁp'visits to the site in‘good shape oo

___ Cost and avaikability of

. ’ nearby parking
’ - * " J‘ L3 4’ y
) PN N v How strict“the landlord
¢ \ n
\h : is about receiving the .
W - . .
x ) rent on time
’\\ -

2. What are some possible advantages and disadvantdges of locating a . ,

hair styling. shop in a hotel?
3, -Which of thése would yéu want to be as high as pggsible for’your 1’ .
:b_egyt:y sdlon's site? Mark them with an H, and eil—a_in '}four ’ .
choices. Which of these would you want to-be astlow as possible? . *
~\Mark them wn&h\an L, and exp1a1n your choices. \
. Cost to lease or buy the site g L ’ .

Available parking spaces

Number of ?imilar businesses in the  area’




v f \J ¥
. R *
* 5
Number of former tenants in that .site T
Bus routes through the ‘area ) ‘

Number of people passing by daily

;\\5; ; ¢ . : q: . , ‘ /-

« 3.° Teresa and Judith chosesa 3,500-foot loft in a busy shopping center

«_and insulation were in poor condition.

Digcussion Questions

' * . [N -

1. You just met the fommer tenant of your beag;y“salon's new business

site. He also ran a beauty salon, and tells you some things about

the site. Which of these thiﬂgilwould make you feel the need to do ) -
something to help your own business? What would you do in each case?
a, He clos&d the shop to retire. ‘ - ‘ ¢
. b.' His, amount of buéiness had dropped Huring the last &ear after -
another beauty shop opened on¥the‘same'street. \\\\

c. He thinks that more free parking space in the area would have

‘helped his Business. :

d.* Repairs and maintenance were'élways done quickly and well by the -
owmer . )
(9

2.. Team up with a classmate, Imagine you 'are starting a hair styling
] N .
shop as-partners. Yéu are considering locating the salon in a ey
. ) < . :.'.
downtown department store. Sg‘you might locate in a shopping center §‘§

mall in an outlying suburb, °Discuss ,with your partner how these

locations might compare for each of the following. What other
things déryou want to know aBout.each location before youvchoose?
o .Availability of -parking
. Number of women passing by daily

e Types of customers you will attract e
. ! !

s
k]

for their first salon., It had dark cubicles and squeaky floors. ..
There were no windows, bathrooms, or sinks. Wiring, fireproofing,® V
a, What are the main problems with this location? ) ~

b.. What dre the most likely benefits of this location™

. N .
’ . .
. H g L N
. .
' w5 M . . -
) ‘. . B s , .
\



Group Activity < //’/j~\§ . ~

Select @ local hair sty11ng shop anager and find. out -,

whether he or she is w1111ng tq‘%et %?, isit the salon as part.éf your

class activity. Explain what the s about., One team of students

g P & . . .
will make a personal inspection of the site and get other 1nfofmat19n- B

from the manager. ' Find out: ) . ' : F.

e the location of the busine&§ site; Coe ’

\

e the size and shapé of the retail area, and g
e the condition of the s1te and of the building, and available '
space fon,storege. ! I
v e . ' N .
Another team of students will take a walk%ﬂg tour of the # }f .
neighborhood and find out:-’ ~_ . ) .o
e types of businesses®in the area and how busy they are'-_. ¢ 1J;
e number and types of people walklng nearby; " 3 ré
e amount of automobile traffic; and’ g . . .
o« availability and ‘cest of parking space. - .
Y . - ’,\ - '
Each team will make a 10-minute report to the class on’what the Cy )
team membere learned. Allewxﬁther:students‘to ask questions about the
*site and neighporhood: Liét on the board the strong and weak'points of
this business location. - . o
- K _— ‘ -
® L ) -
. = * -
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‘ ¢+ Getting Money to Start
N b i
A ~Goal: To help you plan how to get unngy‘to.st&p; your hair
" styling shop. L
Objective 1: Write a.business description for
your hair styling shop.
« Objective 2: Fill out a form showing how much
' money you need to borrow to start your hair
styling shop. ,
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. more she’would need.

DINAH GETS MONEY. TO START HER HAIR STYLING SHOP

°

Dinah took stock of her finances. She'had about $2,000
in personal savings to invest. She thought about how much

¢

"Dinah spent a good deal of time figuring out her
starting expenses, She planned to work alpne. So she did
not have to pay out any salary. Dinah made a list of her

. ‘}3

expenses: _ . . s 3
_Rent (3 months) $1, 500
Repairs & Remodeling ) 300
Equipment & Furniture - 1,700 ’
) Supplies * 900
Advertising o 350
Other: telephone, 11cense, insurance 250

s

‘ TOTAL  $5,000

Dinah had about $2,000 of her own savings to invest.
That meant she needed to' borrow $3,000. She called an
officer at the bank about her need to get a loan. The
of ficer said she should bring in her statement of financial
need and a description of her planned business as soon as
possible. Then the Bank would be.able to process hgr loan
application, -

Dinah began writing her business description., It
cleearly and briefly destribed”Dinah's plan to offer a full
range of hair dressing and hair styling services and to
sell high-quality hair care products. ,She gave an estimate
of the number of beauty salons and barbershops in Naperville
offering similar services. She pointed out the numbetr of
potential customers for these services. And she wrote,down
the percent of this market that shel hoped to attract, It
was three to six percent.

Dinali summarized her plan to attract professional women'
and wives of professionals by providing personal consulting
advice, : . .

25




> ’over money with people she knew.s

!

/ Te

‘Getting Money to Stamt

Choosing .a Money Source

© -

Each money source has good and bad points. Having money saved up to
help start your own business is wise. It shows you have the ability to
handle money. It makes.you less dependent on others. Lenders also are

.

more impressed if you have some of your own money to invest,

_The danger, though, is in risking all or most of your savings in a
new businegs. Then you will not hava'any money .to fall back on if
business is poor. You will be in trouble if an accident or some other

probleﬁ comes up and you need moﬁej fast. .

[3

N
-

°

Dinah was aware of the risks. 8o she invested only part of her

savings.’ She.did not want to share her profits with anyone. So she was

not interested in havﬁﬁg other people invest money. By borrowing from a

bank she would pay a high interest rate.> But she would avoid hassles

]

A

Statement of Financial Need

v

N . . &

Each dollar .amount in Dinah's statement oé financial need is an
estimate, or best guess, of what she needs. Perhaps she coild get by
with a-smaller amount of start-up money. On the other hand, her ¥
estimate for repair and remodeling seems low. Bingﬁ's cousin said he
could do some repair work in"his spare time. If she spends $100 for’
materials, for example, only $200\is left to pay her cousin for his

time. Most construction and repair workers.earn a high hourly rate.
’ 2

So $200 will probably pay for only a few days of work.
K - ‘\

g,
.
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Dinah planned Eo buy just enough'equipment to get.started;'sﬁe would ) :
get most of it secondhand from other beauty salons. She would buy her ’
furniture at a discount house. She made tpis list of needed equipment,
furnishings, and supplies. For supplies she figured both the- supplies

she would use and those she would sell to her customers.

° N

. Cosmetology equipment--$400. This would include supplies such as

curlers, a blow dryer, permanent wave rods, spray bottles, a hot comb,
gloves, a neck strip and holders, combs and brushes, clips and rollers, ' -

hair pins, and shampoo and comb-out capes. ' . X ‘

Furnishings--$1,200. This dogla include needed furpmiture such as a

-styling chair, a shampoo bohl, a dyrer chair, a comb-out- station, a
booth for styling/tinting, a yeception desk, a reception chaiz, two
waittng room chairs, and a coffee table.

? ‘ *

Cleaning equiﬁdent--$100 This would iﬂélﬁde supplies éuch as a

broom, mop, and dustpan, a to;let brush, sponges, t011et paper, and soap 4

and cleansers. These three subtotals added up to $1, 700, the ‘amount . 1
s .

Dinah had put on her expense list for "Equlpment & Furniture," . |

.
- . . LY

Cosmetology supplie32;$900. 'Thislybuld include items such as

shampoos, ,color ringes, special rinses, hair colors, lighteners,
. 3 12
conditioners, permanent wave solution, and hair spray. This amount
L4
appeared on Dinah's expense list under "Supplies."

¢
-

Dinah's list qffneeded‘equipment and supplies is very long. But a
complete list will %elp Dinaﬁ be sure she has enough money to make a
good start. Can.you think of anything she left out? A cosmetologist
always .needs towels: Unless Dinah plans.'to briné d supply from home,
she should add towels to her list of needed équipment and increase herZ{///
financial estimate.. _ b Py . - o .

s : ¢

Note that Dinah.plans to start with only enough equipment to serve

=

one customer at a time. This is reasonable, because Dinah wants to get '

started with as little money as possible. She also plans to work alome.

> v
’

*




.

Bes1des, if Dinah .plans her ‘time carefully, one customer can be under

the dryer while she works on another customer. Later, as her business
s

grows’, Dinah can get ‘more furniture and equipment. Then she might bring.
. - A3
in a partner or employee,

-

Most HEauty salons. spend gne to three percent of their'operating

;budget for- advertising, Dinah budgeted over Eive percent of het total

+

. . o
start-up budget for advertising. Her estlmate is higher because she
wants to do a lot of advertising during her three-month start-up period.

This will let people know about her new business. Later she plans to

v

reduce her advertising budget and count on offering good services to

///Eeep customers coming back.
B ) .

\
\

‘ Here is Dinah's completed statement of financial need that she used

in applying for a bank loan,.

STATEMENT OF FINANCIAL NEED
Stamting Expensés \\Money on Hand .
Rent (3 months) $ 1,500
Repairs and Renovations 300 Cash on Hand "~ $ 2,000
,| Equipment and Furniture 1,700 Gifts or Personal Loans -=
Supplies ' . 900 Investment by Others s ==
Advertising 350 TOTAL § 2,000
Other . 250 '
.  TOTAL $ 5,000
' TOTAL -STARTING EXPENSES $ 5,000
‘ TOTAL MONEY ON HAND 2,000
- . . . ‘ TOTAL LOAN MONEY NEEPED 3,000
2
5 -2

28 ]
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: Business Description .
@ o

» Dinah's planning for her business was very thorough. 1In her

business description, she described her ideas for an appealing business
image. But something was left out that thePlending institution will
N ‘ want to know. This was her plan for locating her business. The
- business description should state that Dinah plans to locate her beauty
salon in a neighbﬁrhood location‘that is: . .
. close to shoppigg, parking, and public transportation;
. ' ® set up to house a beauty galon with minimum repair and ‘
- remodeling; and ) ' . »
® in an area where no other beauty salons are in business. .
This information will help the bank decide. whether Dinah's plan for her
. small business is sound. .
) - :
Dinah also included letters from some éf her cwsmetology instrucf&rs,
former hosses, and satisfied customers, These letters made a stroﬁg
, ’ case for her cdmpegence as a hair stylist. They also described her as
. determined, bu;inesslike, dnd quite..abke to manage her own business.
~ * \ ,

The business descriptioﬁs that banks review in considering loan
applicafions;psually don't include personal letters. Dipah hoped this
unusual touch would make her application stand out. It was also an
example of her ability to solve a problem in a unique way. The"letters
were brief, from well-respected people in the community, and favorable

But not flohery.

E

Summary . .

.
N

To apply for a loan, you need a business description and a statement
of financial need. A beauty shop business description explains the
services to be offered and the types of customers the business will

o attract, It should also highlight things that will make this business

r

.
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stand out. To write a statement of financidl need, you must estimate
LY
< start-up expenses and mone‘y on hand. The difference between these
figures shows ‘how much you need to borrow.
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Learning Activities

\

Individual Activities

/

1. List the advantages' and disadvantages of borrowing money from

friends to start a hair styling shopi~— .

Ronald Peterson applied for a loan to open a heauty shop. His
business plan had just one sentence under the heading; "Potential
Customers." It stated, "Every citizen in San Franci§co who has
hair, skin, or nails is a potential customer." What is wrong with

T

this description? - ) -

What are five things that a person seeking a loan to start a new

hair styling shop should include in the business description?

-

-

What are the problems énd benefits of borrowing money as compared to
depending on your own capital to start a hair styling shop?

Y ’

~

Discussion Questions

<

l. Why is it important to develop a sound statement of financial need

for a new business even if you do-not plan to request a loan?
2. Which part of your business description do you feel should get the
o most attention: the products or services you will provide; the
business location; or the potential competition and how you plan to
meet it? Explain your answers.

3. What ate the chances of getting a lender to help someone start a new

13

hair styling ‘shop?
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Aruitoxt provided by Eic:
.

Group Activity

. I

Three students should take the infommation from Dinah Simmon's case

study and develop a three- to flve-page business descrlptlon suitable

for mdking a loan appllcatlon. Each.of the students will write about

one of these topics:

- e~

I3 \ I3
products and services to,be offered and planned business
’ 3
location; . ‘

®
.

ex1st1ng com tltlon-and expect share of the market; and
pe P

plans for campetlng successfully.
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‘Goal:

N

; — v
£ Y .
UNIT &4 < » - -
) s . -
" ®
‘Being in Charge .
. _ .
L ’ @

To help you learn about managlng work and people 1ﬂ//A\
a hair. styllng shop.

S .
»
-~

Objective 1: Plan how to get workers for all
the necessary, tasks of your business by hiring
. employees, contracting for §ervices,‘or both.
ObJectlve 2y Plck the best person for a spec1f1c )
job in your bu31ness:t/ L e
Objective 3: Describe the types of training you .
would give employees depending on ‘their jobs and
backgrounds. ' N .

<% N
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" Work Involving Clients

Schedule appointments
Consult with each. customer

N -
- DINAH CONTRACTS FOR SERVICES

€

-

Dinah has now opened her beauty salon: Hair Fair--of,,
Naperville. She is building up steady customers. Her
"pregulars" are also referring new customers to her. Dinah
enjoys most of the tasks involved in managing a business.
Some days, though, she finds there is tod much to do.. One
night she made.a list of necessary tasks. \ .

Other Work

Order sugpiies

Clean and maintain salon

"Prep" each customer (shampoo, Pay bills

condition, towel-dry, comb Keep the books

wet hair) ) Accounting
Basic hair work (trim, treat,  Correspondence . .
color, ‘permy dry, comb out, Advertising

y8pray hair) ° 1 A

Sell hair care products

Collect payment

“

, . This list Helps Dinah see the many nays her time is
spent to kegp the business going. ."To be more _organized,
I'11 confinue ta use my schedule book for my app01ntments.
But I'11 start another schedsle book to keép track of my
other work."

Béing more organized helps.  But after a few months
Dinah feels she needs more help. She decides to hire
'il people to do the tasks she finds' the hardest, or the ones
she doesn't enjoy. 'She contacts a janitorial service to
get someone to clean her salon two or three times a week.
She also decides she ,needs an accountant. " She doesn™t mind
paying the regular bills. But it's hard to f1nd time’ to
prepare summary financial statements every month. She also
wants help in understandlng what the monthly figures mean.
‘That way, she can make her business mote successful.

\




‘Being in Chargé ' . v

V \ '» l . . ’ -_4 : -k 1
4 Developing a list of business tas&s helped Dimah gort out the tasks
she wanted to do herself from those’ Ahe wanted someone else to do. I

cosmetology, as in most bu31nesses,/you can divide the.work a number, of

' different ways. But somebody must be responsible for every important . :

. . P i . : .
R task. ’ / . ’ ‘ —~ .
Py .o . i
: o : - "

I/ . & - ’

. . s ! —— ’

Listing Tasks -
/ - - -

' /
* ’ Y ,
+

Dinaht's list of tasks™is ve#y complete. It covers most OEVEPe tasks
‘a new hair sty¥ling shop owner mkght have. As hervbusiness'deGelops,
other tasks may also need to be done. One exﬁpplé'is keeping up to date
on hair styles, techniques, and hair care products. Dinah might want”to.’

« add a task for this. She might call it "my own training" or.'"self- -

rgﬁfwél." Dinah will keep up to date by reading trade magazines and

advertising circulars. She will join a profgssional‘cosmetologigts'

_associ tion an@ attend meet'ngs/ﬁith.other cosmetologists. She may take

courges to learn new technifues. ‘ -

. ) / ) ’ 7/'. .

-

Dividing the Work C . . X o .

4 .

Dig;h is already thihking about hiring peoble to do spme'of her
busidess tasks. So Dinah comes up with anétber idea. "éomg of my .
customers could definitely use help with their najls. If I hired a’

* manicurist, I could offer an extra service and.make more money." But

the thought of supervising and paying employees does not appeal to

’ ' Dimah. She prefers to higg people who work independently. Then she can
- T,
get help just wh®n she needs it on a short-term basis. Or she can . -
v contract for services on a regular basis. | )

[N
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) “Contracting for Servioes' . ' SR f’f- . .
. ‘o Dinah-éontacts a janitoriai service. The minimum weekly charge
P i seems toohigh. "So D1nah turns to the newspaper.dlrectory of service
“ . specxahsts. ‘Listed there are peo&e who hire themselves -out to prov1de .

all kinds of services. She contacts and screens several housecleaners.

Ms. Lydia Mason has worked several years, for an apartment house manager
cleaning *apartments b%tween rentals. Dlnah explalns what needs to be
done to clean the salon. Lydie-agrees to-come in Monday mnight and

Thursday morning (Thursday is Dinah's day off). .

- .

’ . ’ l ’ ' N \
For an accountant, Dinah talks to-several of her customers who are

in business for themselves and to other cosmetologists. The recommen:,

r

dation she hears most often is for Mr. Jack Taylor of Taylor and

3

Associates, Public Accountan

Fy

Mr. Taylor comeﬁgto Dinah's salon the
or

following Thursday to didcuss he ‘frnancial records. ' Dinah mentions her

. : (i . . . .
concerns about staying ale possible financial losses and knowing

f§ when to make a change to improve profits, Mr. Taylor explains the

-accounting forms and procedures he will use to help D1nah with these

issues. Dinah sees very quickly that Mr. Taylor w111 be very helpful to

-

Hhef.

o .~ .

.
L4 ]

. -

— : As hér business continues, Dinah may want:to hire othér typés of

- speople. A secretary-receptionist might be .hired to handle scheduling
, appointments and writ%ng correspondgnge. Then pinah could free up even
more ot/per'téme for "prep"—&nd basic hair work. If business expanded
gTEatly,fDinﬁﬁlcould, of course, hire"co-workers-to share ‘hair care
tadks with he;. But Dinahqoften says she. liked to "work alone," meaning
she's happy with just her end her customefs. So she mey’not'want to
expand her business to the poxnt where she needs other employees dolng

cosmetology work. . . i

B
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R ’Dinah's HirigggStrategy. ’ ' . ‘
' - ' : e . o
. . ~ Dihah decided on a.selfzemployed hoPseCIEaner.instead of a jani- *
‘torial service for .two'basic reasons: pay and experience. She was able
to‘hire the ho;secleaner at a lower hourly rate tfan what the janitorial
. service tharged. Lydia's experienee cleaning apartmeﬁts-also seemed to
be more like the work needed t\/clean a beauty salon than the Janltorlal
service employées work. Probably, Dlnah also preferred be1ng able to -
deal with one person, Lydia. Lydia may be willing to work more or do o+
different JObS from week to week, depending on Dinah's needs.
o .~i . . BT . . ) »
In selecting an accountant, Dinah's strategy was a bit difgerent
than for hiriqg a housecleaher.gaéhe needed high-levél, professional
« service. So she sought recommendations from ohher professieghl people
“whom she knew and trusted. She -arranged to meet with Mr. Taylor'at.her
place rof Eusiness, gaince he will be working:fgg her. As she had with
Lydia, Dinah provided Mr. Taylor with information about the business
. that he needed to'éo the job. ' But she also listened,to his recommenda-
tions, since he 1is trained to. carry out work that Dinah cannot do for '
derself. Both Dinah and Mr. Taylor had to be satlsfled w1th each ,

other's profe381ona1 sk111 before they agreed to do bu31ness. L

. 2> R ) b P . . ‘ &
 Training Employees ,_y

L]

To what extent w111 Dinah be respon31b}e for “training-her two new
business’ assoc1ates7 W1th Lydla the housecleaner, Dlnah assumes Lydia
knows how to use, housecleanlng equipment and supplles. She W111 trust C Y
Lydis on how to get thlngs cltean, for the most.part. ‘A1l Dinsh plans to .
i ° * offer in terms of tra1n1ng is to tell Lydia what she wants cleaned, and
hpw often. She hopes that Lydia can work out,a. detailed list of tasks ‘“¢x"
anq follow it hérself, w1thout much superv131on. Dinah, though, must m,‘

~  check‘Lydia's work carefulli and tell her if something is not okay. .

y .
' 1 -

A

v

In the case of Mr. Taylor, Dinah also had to tell him what he needs

to know about her business to take on her accounting tasks. - So she
i

I S S

1 __A_,_:__.»/’
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. «to consider in hiring and training an employee.

» . * \ - v

showed him her financial records and forms. She explained the kinds of -

financial decisions she wants to be able to make. Now it's up to

Mr. Taylor to give Dinah summarysinférmation and recommen%?tions to help

. her make those decisions. -

.

»

Dinah might- have hired an employee to do hair care. Then Dinah
&

would probably have been more active LQ\Eiiifing that person. She would
have warked out with eéach employee: - ‘

e the specific tasks to be carried dut}

+ @ the materials to use; and

e how to do the work--for example, whether to leave the curlers in

for 15 minutes or just for 10 minutes on a first permanent.

, . 1
Obtaining heeded services takes some effort. Now you know some

o
e

"things to think about in contracting for services. You-algo know what

§ <
]
3 >
v
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- Learning Attivities .
wd - ¢ ~
« )
~Individual Activities o .

1. You want to hire someone to keep the financial records for your hair

styling ‘shop. List three persomal qualit{es you will look for in
H .
the person you hire. Why is each one important?

2. Hair stylists working in salons owned by someone else recelve wages
in several different ways.x Talk to‘two or three hair styllsts in
your area about the wages they receive and how they are paid..

3. You are considering hiring a manicurist to provide services your
salon does not now offer. List three possible benefits and. three

- . . !
possible problems of,hiring‘this person.
. |
- i )

4. Elton hlred an elderlynwcman to asslst in his beauty shop. She is a
llcensed cosmetologls;. But 'she has not pract1ced -for 15 years.
List three ways Elton can giye her traiping in creating up-to-date
hairstyles. - .

< ¥
A
£

Discussion Questions * )

1 Discusg the 'things yop would lqok for in a beauty salon employee to

' -provfde'hair care services. Make a list of the skills and personal

qg&litieé you agree are most impprtant.

1 N A i s ,‘

2. The owner of the beauty salon’where_ you work wants to hire another

cosmetologist. He asks you and ‘the other cosmetologist¥ to check
the job'dgscription he wrote. Which of these statements is all

right as is? Which need to be changed? _ o .
s . ’. Yot . . \’ 9 L , ' .




N Ay
Write an improved statement for each one that-should be changed. Be

‘ prepared to explain your changes ‘to the owner.
. ) , ]

/ JOB DESCRIPTAON
Nl . -
- » T : ’ :
The successful job applicant must have: . -

a. at least two years' full-time experience in a beaut¥y saloﬁT’/

%

b. a four-year college degree; and

2

¢. a pleasing personality. .
?
’

3. Discuss ways that a hair styling shop owner could find out about
people who might want to work in his or her beauty salon. (It may

help to think about all the ways you and people: you know found out

»

about jobs.)

Group Activity

s

~
‘ One student will role play the owner of & beauty salon. Another

student will role play a person applying for a jOb as a cosmetologist at

-

the salon. Other students will obperve and comment at the end of the

4

interview. | * . .

® . \ -

Role of.employer. You are Carolyn Johnson. You have owned your

Seaut§ salon fer five years. You employ three cosmetologlsts who do.
both hair care.and manicuring, and a bookkeeper-secretdry. One of your
cosmetologlsts is moving to another state. You are 1nterv1ewing people
to find a replacement for her.

: B B . )

Role of applicant. You are Joan Murray. You have Just completed a

course in beauty school and rece1ved your state license. You are.
looking for a JOb in a beauty shop in your: town. You would like to work

four days a week. You prefer a shop\that has both male and female

‘ cus%;gers., Yourmade top grades in beghty school, enjoy people, and are
in good physical health, . \\:> ‘
° 41
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“Ynstructions. Alkéf introducg&ons, carry out a 20-minute interview.

Since time is limited, both the employer and the applicant should focus

on the following pointsi (1) what skills this applicant has; (2) how

well she meets the job

and (3) whether she is.
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requiremefits (education, experience,~1icense);

7
interested in a long-term career in cosmetology.
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A . UNIT 5 - -
\\\' ' Organizing the -Work
: ) A s
° . ~ Goal: To help you learn how to keep track of the work of a
hair styling shop.
v

Objective 1: Fillvout a form listing the t

v
and materials needed to serve customers of a hair
. ~ : styling salon. o ¥
‘ ) Objective 2: Develop a daily work schedule for
) . ) a cosmetologist.
; .
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- DINAH GETS ORGANIZED -, ‘
~ - * ‘.
. * . .t N . e
Y R . . \ »
- Dinah had two main problems to solve to get everything SN

dotie in her hair styling shop: She had to develop a clear

plan for giving each customer needed hair care services. ., ,
She also had to schedule .her time. Dinah decided that if .
each “person was served as quickly as possible and liked the

result, :her planning was good. She wanted to end each week _1‘
. feeling, "I got done most~of what I planned to do this )
week." Then she would feel her scheduling was working. g

. Monday Dinah arrived at work at 7:30 a.m. She checked
her message tape and returried Mrs. Rawlston's call. ’ -

Mrs. Rawlston said she was ready 'for another “trim

and

perm. Dinah said Wednesday at 9:15 was free; and.s

filled out,a work order form on Mrs. Rawlston.
phoned the other person on that day's tape.

Then she

Mr. Denton

we

.made an appointment £Jt a haircut.

Dinah filled out  the

‘work order form for him.

She noted both M#s..Rawlston's

and Mr. Denton's appointments on her daily schedule. - Then
Wanda Carnine arrived for a.hair appointment.

. * —_ .

-

f

- While she is working on Wanda's hair, other customers’

call for appointments.

Dinah fills in the agreed-upon

times in her appointment=~book:  She wf{l fill out the.work
. . order forms after Wanda leaves.c After four more custo-
) mers,-it's time for ldnch: Today Dinah has a lunch date

~with Martin Schwarz, a graphic artist. They discuss ideas .
for a mail-out flier. "I'll bring the final copy for you @
1, ) to check by Friday at 5:00,“\Martin promisgdf

4 4 "

.Now, bhck to the beauty sal®n. At 1:30, while Dinah is
shampooing Miss Carson's hair, Mrs. Rawlston calls.hack.
Her husband has invited her to join him on a business trip
to Denver. They must leaVe,tomorggw. Could Dinah squeeze
her in today, or early tomorroy morning? Dinah chegks heér,

-

. schedule bdok. She had ‘planned 't0 give herself a permanent
; at 4:00 and write letters .and ‘Pay bills until 6:00. She . ‘
decides. to ‘skip her permanent and take care of just the
most important bills. Then she can take Mrs. Rawlston from , ) (
5:00 to 6:30. ) . ; ‘ S - .
[y 2
- v
‘i‘ e - ¢
. - 45 d -
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Organizing the Work
S o ) \

Ig a hair.styling business y¢u need to organize your work to get .

v —_

everything done smoothly. This ‘medns keeping track of your customers'
‘appointments. It also means, organizing the other jobs you'll need to
°get, done--like ordering supplies, paying b111s, and - studylng about new

styles and ha1r care technlques. *

<

s .
' . ' . '

. ~

+  Work Schedule

R ' - . PR IR -
» , Dinah's schedule dn Monddy looked like this: .
: wofDAY  APRIL 21 ) . . ,
. ' 7:30-8:30 a.m. . Arrived at work, cheeked message tape, . ‘
. ! : returned calls, scheduled appointments. .
. 3 . ' 4
s/ ’
8:30 a.m.-noon .. Worked on customers' hair, answered phone, . ‘ L
. scheduled appointments. ) ) ’
. \ ‘
/ noon-1:00 p m. Lunch with artist to plan mail-out fliers
" 1:00- 6 30 p.m: Same as 8:30 a.hl-néon; also paid bill?. N
: X ’ y
i . She has tq keep track of every hour, (and half-hour) of work care-
X fully, so she uses.a daily appointment book like the one below. The page
is filled out for Monday morning. Dinah tries to schedule her last
d ; , X pu—
appointment ‘at 5 or 5:30 p.m. so she can go home at 6:00 p.m. "
. . v L Y R
. i J
~
’ - .
" - .
< 4!"'4 B
e 2 \ “ '
5 ) . PN ] t ! '
. . a
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WORK SCHEDULE

DATET\ Monddy, April 21
‘r

Time Customer * Service -Desired Comments

8:30 Wanda Carnine , Comb-out

9:00 _Mabel Stewart Flexiperm New customer o
9:30 1" 1" 1

10:00 H 1" 1" 1"

10:30 Martha Fabatz ) * Cut & set- May be.late

11:00 ‘Louise Smith , - Shampoo & set 941-2022 -

11:30 Gertrude Larsen Haircut ("™od")

Noon Lunch with Martin Schwarz,

artist

Meet at Four,
+ Points R auran

———Dinah likes the variety of her work.

but it is never the' same from week to week.

The work week is always busy,

Since ‘she works for her-

.

’ self DLnah can sw1tch her schedule around to give spec1a1 service to -

customers (like Mrs. Rawlston) She can also allow for things that.she

"wants to do.
i .

.Sometimes, of coursé,-Dinah wishes no one would call. Then she can

L N N L s
deal with one person_ﬁt a time! Dinah asks her customers to phecne

' /
before 8:30 a.m., during the noon hour, or after 4:00 pg. She usually

schedulthaircufs for those times or other tasks that won't suffer if

.she has answer/the phone.f 0f course, many people call at other times

-

during the day

' ¢

Since Din serves so. many customersg, the qther work of her business, .

gets squeezed into her "free" time. For example,.?ﬁjshe gets behind on .

paber work,/she can catch up on Thursday. Thursday is Dindh's "day

SOff," vhen/ she sees no customers. But she dsually spends at 'least three , -

hours .at ‘the, shop working on the bookas. She makes lists of needed

»

‘cleaning/ or repair jobs and orders ‘supplies. : A o,
/ - . 1
/ - Co




N \

There are other things Dinah doés to keep up when bus1pess gets

¥

busy. Note the follow1ng examples.. :
> e Dinah is right in the middle of a dye job and the phone rings.’
= She answers and says she'll call back’in 20 tunutes, when she
will be €}nlshEd o ] ’

e - A former regular customer is bafk for a visit and asks for a

_trim.' Dinah makes an.evening appointment to fit him in.

.or
' . hd
x

To keep organized, Dinah needs a clear head. - Being kind and patient

in the way she deals with people -is also important.

v

Record of Special Services s - ..

’ -

Dinah fills out cards for customers to whHom she gives permanents and

”

other special treatments (like frosting and dying jobs). This helps her
know which beauty products she 'has used and the success she has had.

Every customer has different hair. Some hair responds better to one
, G

permanent wave solg}ion, other hair to another. Curlers have to be left

»

in longer for some customers than others, too. Her "special services"

card looks like this: )

Customér . s

3
" , ., — ? )_

* Date Special Services : : ) Comments

s , -
v

. ‘Dinah files these 'cards.in alphabetlcal order by the customer's name.
¢ This system helps her keep track of the hair’ care hlstory of her regular
customers. She looks,at the card each time she gives a p%tmanent or
es, tlnts, or frosts hair. _ She fills out the,carg every tlme she

finishes a -special job. , .,

’




o

/ appointments. A daily work schedule will help you arrange your time,to /
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Summar

. &

-

A hair styling shop owner® needs to*be well organized. As a beduty -
salon owner, you will spend a great deal of time making and.changing
get everything done. Keeping a record of special services given to

regular customers helps you give them the best hair care--time after

/

time. ‘ ) . ) //
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Learning Activities ¢
‘ : » ) ) ’ ’
Individual Activities B S
_"( ) ~
1. Fill out a work schedule for the Tollowing customers:
e Carla Romano, a new customer, has an appointment on Wednesday, :
May 5, at 9:00 a.m. Carla wants a shampoo, trim, and a spécial
extra-tight permanent. This job will take two hours.
e Eliza Dayton wants a shampoo, cut, and set on the same day at
‘ - 9
11:00 a.m. If Dinah can take her earlier, Eliza wants Dinah to *
give her a cally This job will take an hour. .
' . ’ . ’(
.; [ -— ’
¢ WORK SCHEDULE
, | DATE: -
e
Time Customer . Service Desired Comments
’ , P
) 8:30 L -
9:00 o
[ '
9:30 - . . .
« 10:09 , \
. 10:30 - 3 ) : . : : .
11300 R \
.- 11:30 . BEIN . '
: . R *
. . . ] .
[ Noon s Ly :
)} ' .

fa * «r
N .
N \

2, List two advantages and two pisadvantages the owner of a hair
styling shop has in scheduling time compared to a.beauty sélig/
employee who works. fixed hours. =N . .

" -~

\
N
\ .

Y , :




: . < ‘
3. (List three things Dypah Simmong could do to cut down on éﬁoqe

interruptions while she's working. R e

’

©
®

Z. Melanie, trained as a cosmetgiégiqp, lost her hearing in an acci-.
dent. " She wants to open a beauty shop. How can Melanie handle
+ +

taking appointments, since she cannot answer phone calls?

Discussion Questions d ’ .

L]
w ’

d . e : -
"1. "It is easier for a business owner wifhput employees to schedule
work and get everything done than' it is for one with employees." .

Discuss ways this statement may be tiy%, and ways that it may not be. °

2. Do you think QAnah 8 séﬁ;dule for Monday, April 21 is the dy you
would like to spend your day if you owned R hait styllng shop? Why, (
orhwhy/not? \ C/ o0/

& L .
! IQ/’ * ! A
*

3. Jackie Smith" ‘lred Karen Eﬁ“schedule customer appointments for his
beauty sabbn. ‘Jackie ndt1cé§ tﬁgt Karen is scheduling all the short
appo1ntments (like ha1rcuts) in the morning, and all the long .

app01ntments (perms, dyes’, étc.) in the afternoon. Are there any

problems with this? ) ‘ y
o , |
, , \\:‘ 3

\Croup Activity
R |

-

As'a group, list all the tasks that the owner of ‘a ir styling shop

with employees has to do. Lisgt both usual and unusual tasks. Put them

on the -board. Dec1de how often. each task should be done. daily, weeﬁly,
monthly, etg. Then develop &, one-day schedule for’ the owner that allows

time for doing two or more of these tasks plus working on customers.

.
~ S

\ N . .

o~
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UNIT 6 .
Setting Prices
! H

* Goal: To help you decide how to set prices for 7 hair

3
. A
- T
@ -
* s . ~
- )
. L 4
" ‘ '
i
’ ) .
styling shop.
: . Objective 1:
o
Objective 2;:
., ( .
> i3
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.

List factors that affect the prices

of hair care services.

Pick the best price for a specific

hair care service.

\\4‘“
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'DINAH SETS PRICES

2 \’\ : - K N
Mr. Weeks, one-of Dinah's suppliers, called on
- - ‘| Tuesday. A few-weeks ago he had sent her a letter about

~ . F1ex1perm. Thls is a new permanent wave techrique that is
very good for' dyed or damaged hair. He can now begin
filling orders for the Flexiperm permanent wave solution.
But he will supply it to only.three local hair sty11ng '

shops. -"Would you like to be one of the few salons in
. - Naperville that offers F1ex1perm’W he asks’. : -
AR Y ‘ )
‘ : Dingh says_yes. She thinKs this new method will be
. better for some of her customers than the method she has
& ‘been using. She orders enough Flexiperm solution for about’ '

15 permanents.

Dinah thinks to herself,

"I'11 ,0ffer the

Flexiperm at a low price at first.

This will get mdre

pe&%leflnterested in trying it.

It will give me- more

practice in giving it, too.
price, because the .materials’ cost more.,

Then I'll need to raise the

It also takes

longef to give this type of ,permanent."
w, . . I R
) ‘Dinah decides to do a mailing about Flexiperm to her
customerd. It will state that for three months the

permanent will be offered for a special price of $25.00.
This iz the same as for a regular permapent. After ‘that

. the price for a Flexiperm permanent will be $35.00.
. . —“% .

- . 3

.
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Setting Prices

Hair styling shop owners must think about a number of things when

>

setting the price of 4 service: -

e —-cost of suppliesj;:

-
i

e operating expenses;
profit;

demahé; and

.

competitors' pricés.

,- To declde how much to charge for a F1e21perm, Dlnah Ehought aboyt each,

A

one of these th1ngs. K . o . .

.
<+

Cost of Supplies

¥

ks 7 °
.

To g1ve a customer a permanent, Dinah needed to buy Varlous supplies

8

such as shampoo, wave solutlon, and creme ‘rinse. Thesée costs aae called

‘cogt.-of goods sold. She 1ncluded these costs in her price for her

(9 hd

;permanents.

i

<

> . )
Operating Expenses

M
Dlnah had to charge enough for serv1ces to cover the expenses of v

.runnlng the salcn. She had _to pay her 1ease, keep her equlpment in good

condltlon, and pay a monthly-water and e1ec;r1c1ty bill, D1nah‘f1gured

X

-+ that ehe needed ‘'to charge aﬁ least $5 00..for one hour of ‘service just to
pay ‘her opefatlng expenses. Iﬁ,she had had other beauticians’ whom she
had to pay, Dlnah would “have had to flgure their wages 1nto her oper-

at1ng expenses,. .too. .




The amount you add to your pr1ce depends, of course, on how Iong it

. . takes-to do the JOb For .example,¢ for JObS thatntook two. hours, Dinah - ' |

. . ’ /\—-« ¥ -
: doubl'ed the amount she needed to lnclude 1n her price’ for operating
: N » P

, expenses. . . . . . o ) | ;

gt

Profit e e .

.
. «
. \

Besldes a11 the costs and expenses she had to pay, Dxnah wanted to T

L
3

. make some profit an each permanept. Frdm her praflt came paymsnt for all « ) _'é

S the work she &id in her hair styllng shop——her salary. This 1nc1uded .

’ payment for the ha1r care she- gave-to customers and the other’ bﬁslness

~_

management JGbS she did 11ke advertlslng and recordkeeplng From her .

. profit Dxnah also. pa1d income: taxes _.and bought new equlpment and furni- ) .

ture for her. shog\‘ She Was a1so th1nk1ng of-redecoratlng

)
. .‘,
s -

Ny

[ z
.

-

Demand Co e . o R ., :
. - : : ’ o . ' / 0
~ b4 M " - ° ~ - : . ’

‘- ‘/ . I3 ‘ " 3 * ' ‘ . I3 . ‘« I3 * ‘
Dinah toek semething else intd account in pricing the Flexiperm.. She

wanted to build up demand for the new service.

< ”* " N
service (Flexiperm) that was more expensive coul

She wondered how a new

d comg/tE with-.an old

service fregular perm) that mest customers liked.

DInah decided thab

4 special price was the best way .

She dec1ded that for three months Flex1-'

. perm wduld be priced the same as a regular germanent, even though the
materials were more costIy -and 1t took more time. °After ¢ustomers trted
the new perm, they would see for themseres that 1t _was' better for, their

halr.

(hen.they would be more w1111ng to" pay more for the . bétter .”
> - '

. . prodhct:

) N ) - . » N ; " . [

- Competition AN . e : - ' Co o
v ’: . 4 3 s - * L
Dlnah co&ldn t charge too much morevthan'her competltlon d1d. She

She made ,

.. £ound 0ut.what .the other salons were asklng for a Flexlpe;m.

her price ;heﬁsame,as one of the salons and a\bﬁttle lower than the

»

-




. . - i
-t other.® If'Dinah's shop had been known as the "best in town,' she might
) s
have been able to charge sllghtly hlgher prlcgs. - . J
N . [}
< . -’ ¢
» * ) b
14 1
Summary . - . <~
v’ . . ) .
. 9 A p ?
' . . o 7 .
- Several things affect the pr1ce of cosmetology serv1ces. Operating
. i . expenses, cost of supplies, and profit for the owner must be covered.
< . N - . . \ - -
' . Customer demand and competition from other salons also affect how much
b you can charge. For example, if, demand for a service is high and -
t
R wcompetltton is low, it’ 1s posslble to charge more.; ‘In this unit wé
. dlscussed prices of § permanent. Different services have different
- »
’ ' pr1ces, however. You should.charge more for serv1ces that take more
» 0 . :
o L time, skill, or materials. Y ve .
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'Individual Activities' /

r
N s

LI

1. List three reasons why & haircut costs 1?ﬁf than a permanent.
. . ‘ H ' .' / , . l g
2. At Halr Today, the same permanent that costs $25 00 at Dlnah s sa&on
is $30.00. At the Graystone Beauty Shop, it c%fts $20.00. Lis
) three things that might explain the range in price.
. R 4 - -
.-~ 3. What is the best price for Dinah to charge for a- trim: $5.00
$10 00, \}\SLS 00? Explaln your choice. ‘
4. Dihah charges her "old regplaie"'a bit less for haircuts’than new
customers. Im¢ﬁhat wiys ddes ‘this practice make sense? In what
] ways could it be a problem? 3
~ . * o "”f‘r;} . v
5. The prick of supplies hagxgone up 10% since last year. Claire
Rainwater decides she must raise her prices or she will have to cut =
' and her a381stant s salary to av01d going into debt. List
two problems in doing each of these thlngs. )
\\ . B . T, T T r T
' \ . . § - '
i . o . . *
Discussion Questions : " .. .
1. Hernando Jimenez owns-a ohe-person unisex hairstyling salon. He

*®

2.
r

< ry

raiqed priteé to fight inflation, and husinessidropped. What can he

do.to ’increasé business? )
a ' ~ e
LI ) - X

Do you agree with Dinah's idea of offer1ng the Flex1perm at the same

-

prxce ag’a regul ar perm7 Why, or why ngt’

o ¢ -
\‘."“
e .-
R . ~ > - ~ "
M \ -
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3. A hair styllng shop owner with employees hés to take into account

some things in settlng prices that a self- employed cosmetologlst

working alone does not. Discusa these

‘\v

Group Activity

.

v

> aw

-~

e

things. -

The‘DeLuxe Beéuty School has a high volume of business.

apppintments are needed.

cosmetologists.
N

Hair care is dope by studénts training to be

- the only beauty scHool in Naperville.

As a group,. discuss the following.

.

r'd

{

No

It is located.in thé university shoppiﬁg«area.

-

v

It is

L

.}\» Héw would pf%ces at the DeLuxe probably compare to.Dinah's i

prices?.
N

L

.
*

—t

.

3

Discuss how the DeLuxe would différ from Diaah;s beauty salon in

each of these things that affect the price of ceemetology ser-

vices:

service,

. 3. The DelLuxe éhérges $15.00°

competition.

should Dinah charge--$10.00, $15.00,

v
e

ok
/

<
fcrﬁac“‘?

ing up a dye job.
or $20.00?7

.I/ -

+

/f’

L}

How much

cost of supplies, operating.expenses, ﬁ}ofit, demand for

+
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- .

To help “you learn ways to advertise and séll_tha
services -of a hair styling.shop. )

-y, v
[

Objective 1: List ways.that a hair styling shop

promotes, or "sells," its services. .
o N . <) . W @
Objective 2: [Pick one way to adiertise a hair
styling shop. . . o -

Objective 3: 'Design a ﬁr@nted*ad for a hair
styling shop Co
. o d : #
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DINAH ADVERTISES

Over the summer Dinah moved her shop. She has been
busy palntlng and buying drapes. Hqr sons did some repairs

* and made a sign for the outside of the. bu11d1ng -The sign

says, '"Dingh Simmons, Hair Design.'" Dinash is eager to
advertlse‘her new business name and location.

i ]

Dinah has an ad in the Yéllow Pages.’ She will also put
an”ad incthé'university paper now that a fiew school year is
about to bgqgin. Since she has made changes, though, she
wants €o do something extra.

Dinah decides- to print some fliers to advertise her
shop. She has 1,000 printed. Then she arranges to have
two high school students put them on the doors of all the
homes in the area near her shop.

L3 4

"My fllers arg very classy eI thlnk the women 1n the

) Oakglenn neighborhood will like my profe331ona1 image and

the- services I offer.?! If my fliers bring in 10 new regular
customers, I'll be happy. If each ‘one of them refers a
friend Yo my shop, I'11 be even happier!"

r

i

*»

: ' 63
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Advertising and Selling . )

M
. &

Advertising is important for all businesses. Offering good services
in a friendly setting is not enough‘ If no one knows about you, you
won't get customers, and your bus1ness may fail. Once yau attract ‘people
through‘aavertl ing, you must keep them comlng to your shop time after + ~~
~ time. This means selllng your services through your hair styling

‘skllls and your friendly serv1ce.

¢ \
‘When your shop opens, you should plan a large advertlslng campaign.

Later you can do lesg. You should advertlse every month, however, to
stay successful, You must follow ;he steps of good selling every time

“ ,you see a customer.

i -

"How to Spread the Word .

."“ -

Of all the kinds of advertlslng yoﬁ can use, ‘the follow1ng are’

probably best for a hair styllng shop? . o7
o Yellow Pages ads; / ~ - .
o . ] N
2 e ads in local newspapers, L .

o (‘fliers and busingss cards and

. word of mouth. s - -

' 3

~

P

A Yellow Pages ad is 2 "must" for ‘eévery ha%r styllng salon, For a
amall monthly fee'you tan list your name, address, and phone number. Or
you can pay more and include an illustration and a list of your services.
The Yellow Pages are used by people who alreadx\want to buy. Therefore,
they are qaite successful in bringing in customers. Yellow Pages ads
also last a long time. Once you've designed your:ad, it willuappear day.

after day for a full year.
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+class ﬁeighborhood near her shop.

also spread the word. If these things happen, your advertising is half =

- N

The best time to talk to the telephone comp;ny about a Yellow Pages °
ad' is several monthsmbefore you open your doors. It takes t%me for a
new directory to be printed. Plan:aheed so’that your ad will, appear
when your shop opens, Remember, too, that every other salon on the area
will also berusiug the Yellow Pages. Make your ad special so it will

stand out from the otheré.

¥

ES . &y
Another way to advertise is to run ads in the local newspaper. To

attract attentlon, use an 111ustrat10n and offer a d1scount once in a
while. 1If you decide to use the newspaper, your ads should appear every

week or at least .once a month.

.
.

X

You can also mail or pass out #liers to the people you want to be
your customers. Fliers are more personal than newspaper-or Yellow Pages
ads.  They often get better/results. They are especialiy‘sucéessful if
you pick'carefully the group of people who will receive.them. Your
"target _group" should be people who.live nearby and whom you think will
want your services. For example, Dinah wanted to attract professional,

’

middle-aged women to her shop. She.sent her fliers to an upper-middle-

b4
- . . IJ °
- You can also pass out business cards t0'your friends and post them '

on bulletin boards at communlty agencies, grocery stores, colleges, and

[

other places of .business. . ' e p)

Word of mouth 1s your very best ‘way " to advertlse. This ‘is not some-
thing you do. d1req‘1y, it's what your customers do.for you. Most hair
styling shop owners know that the best advertisement 1s-a(beaut1fu1
satlsfled customer. In styllng hairy your goal is that. pébple will see ¢

your haircuts on the1r friends and say, "You look terr1f1c. Who cut

your hair?" People who like the way you treat them in the shop will,

k3

]

. 3 o .
done “for you. \ : {

65




Why Advertise Every Month?

.
. .
& .
. ° S !
*~ , . .
. v N .
. . . . »

- & ‘
Suppose you have enough regular customers td fill up you¥ calendar.
1

You may think that you no longer need to advertisé. This is not true.
You should -advertise every month Eo: B
~,
® encourage-first-time customers to come back;

remind regular customers that you're-'still around";

o
e attract new customers to replace ones who move away;
o

inform people of your new address or new services'
announce special pricesj and

bring in customers for newly hired stylists:

to Sell

Good cosmetologists "sell" their services.” They show their ‘custom-

. . . —
ers that they understand their needs. Dinah :;;l{;" her business every

.

-
"

day. )

® She is as p&lige and helpful as she can be.
e She answers questions and_gi}es advice. __

- Q¢ She makes customers feel*spécial.

{ s

Dinah sees~eight_or—moﬁr1nxnﬁt—a—day-and—taiks—tv—vthers o the phones——
So she has plenty of chances to "sell" her business. o

K

One’sur;ey of hair salzn customers found that good tgeétment in the
shop is even more important to customers.than a good haircut. Keep this
in miqd as you degl with cus%pmers. Treat each one with speciéi\caré’
every day; It's the right’éhing to_do, and f?*q\lgood business."

\ !
]

3

’r\

*a

There- are matty ways to advertise and "gell" your hair styling salon.

Advertising tells people about your shop and gets them to come see yopu.

66 X
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Your high-quality hair cgre -and your friendly service are ways to keep B
your customers once, they come in. Good service /lso makes your,
customers want to tell-their—friends about your shop. T . , <o
: ' _ . - :
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Individual Activities

N

1. List three things a hair styling salon owner can do to "sell™ the.

business when serving customers.

N - - : .

Listthree thiggs\ﬁigpod printed ad for a beauty shop should include.
. . . -1’ ’ - ‘\

-
~

Why do you think Dinah does not advertise in the university news-

PN

paper on a regular basis? P

2 Her

How might a Yellow Pages.ad and a flier ¥oF Djnah's beauty salon
differ in: who sees the ad; ,the amount of deta11 given about
\

Dlnah 8. serv1ces, and costs? S
- L4

AR

Discussion Quedtions

v e - ——

1.V What istwrong with a "mod" newspaper ad to advertise Dinéh's ﬁair
salon? 'What image should Dinah's ad present to appeal to the

customers Dinah wants? - ) N

~ <

AN ae
7

2.7 éeople b@i cosﬁetology services for maﬁy‘reasons. Make a list of °

s
-

all the reasons you can fhink, of. Then decide on one thing a new
/abgauti salon could offer to appeal to customers' needs for: (a) com-

'_fo}t; (b) conveniencej (c) prestige; (d) health; anq](e) economy. .

IS o .
s . .




Two to-four students_should degigdaaaﬁfinGed ad for Dinah's beauty L
saion to run in the local daily newspaper. The ad should include: - <

(a) headllne, (b) copy (descrlptlon of Dinah's services and why her’ T )

shop is the !best" in the area); (c) illustration (drawing or photo); +
(d) identification (name, address, and phone number of salon, and logo

or identifying symbol). Thﬁ/éd should also have an attractive azou -or
qOrganization. ‘ ‘

[

£ »
- - & -

\ -

}

o

. . . , .- '
) 3 ) . . : - » ¢ < .
A second group of(:::;;nts should judge: the ad (poor, good, or very ’

.. . . ¢ 0. -
good) and explain ‘their ;judgments to the cla%s. N N
2 ¢ -
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. Goal; To help you learn how to keep financial records for .
‘ . a hair styling shop.
¢ . ‘ h 5
. e a .
* . . . " .
- Objective 1: Fill out a sales slip for a sale
5 ’ . - . N N
- e ‘ 1n your halr styling shop. )
* .Y'J : e N
. Objective 2: Fill out a daily cash sheet
ﬁ for money received and paid out in one day -
» s N ~ -
. . ’
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DINAH KEEPS TRACK- OF FINANCES

Dinah just 'gave Ms. Ramon a permanent. Ms. Ramon
bought two large bottles of shampoo. Dinah makes out a
sales slip for Ms. Ramon. "You're going to break me!"
jokes Ms. Ramon as -she writes her check for $58.96.

After Ms. Ramon leaves, Dinah closes for the day. She
fills out a daily cash.sheet. It-shows the money received
and paid out today. On-her sheeét, Dinah notes whether
customers paid jn cash (Ca) or by check'(Ch);

. Today Dinah writes .checks to: ABC Graphics. for $50.00
for printing-her fliers; Weeks Beauty Supplies for $250.00
for supplies;-‘and Pen and Ink for $25.00 for a -cosmetology
book she ordered by mail.” Now Dinah counts the money in
her petty cash drawer. Shé keeps $100 thete. She.also
keeps a list in® the drawég of the things she buys with
petty cash each 'day. ‘Today she spent $12.50 on coffee for
the shop. . 3 o . .

-
-
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. A . . 5eeping Fipancial Records’ )

Yy U A halr sty11ng shOp owner must keep close*track ¢f income and
'/ . expenses. " Dinah needs good flnanc&al records to know how her business
_ is doing. She also needs them for f1nanc1a1 reports required by the

o~ +government. Two of -the forms that Dinah fills but daily are the sales

. slip and the daily cash sheet. L

>
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The Sales siié

1] N -
[

- . [

For every customer in-your hair styling shopazﬁpu will probaoly°want
8

/ .
to .fill .out a sales slip, The sales’ slip serves a.receipt’to the
o . .customer. The second copy of the sales slip is for you. It helps you
- keep track of the money you bring in and the kinds of sales you make .
N every day. This information will tell you what your most popular
<serviceg are products are. . N .
. ) £ . ’ \
_ The sales slip that Dinah completed for Ms. Ramon appears below.
Dinaht listed the date, the customer 8 name, ‘and “the descr1ptlon of what
7o * was bought. She listed prices for each 1tem and added in sales tax on
the shampoo Ms. Ramon took home.o She doesn't have to charge sales tax
on services customers receive in the shep. . ‘
1]
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. . '
SALES SLIP '
Date: October 10
c t ) ",
Customer: L. Ramon .
. , Description of Sale Price
Shampoo :’ - $ 7.00
Trim . s , +10.00
. Perm - . 25.00 |
2 bottles Siltex Shampoo 16.00
e e . Subtotal $58.00 | .
.o Sales Tax (6%) .96 ’
X ' .. . . TOTAL $58.96

. -
. 1

.~

:

The Daily Cash Sheet

*

, The daily cash sheet helps Dinah'keep trdck ofsthe money that comes

!.

into.
and goes ,out of her'shop every day. The one Dinah filled out for, ¢
ocfober 10 is shown below.
. . CASH SHEET , . i
' OCTOBER 10
. toe v ¢ N -
.|  CASH RECEIPTS CASH PAYMENTS
e Cash/Check . )'
) Received ,
C..Conners .$ 7.0Q Cca . Rent
) ' Utilities
‘ L. Delgado 13,00 ch ' Equipment :
J. Gall -, 30.00 Ch~ ~wFurniture ’
J. Tuttle 10.00 Ch Supplies $250.,00 o
C. Roman . 35.00 Ch & Advertising 50.00 :
"I M. Brown 10.00 Ch Petty Cash 12,50
L. Ramon . 58.96 ch , Other (Book) . 4 -25.00
M. Bell 15.00 Ch v
(I0U paid)
TOTAL CASH . TQTAL 'CASH .
_RECEIPTS , $178.96 ﬁ PAYMENTS $337.50 e
75 S
.. 792 \
] ‘ - , lv ! \ N ¢
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Dinah took in $178.96 and paid’ out $337.50- on October 10. Customers

pa}d $163.96 for products and services that day. Mrs. Bell's IOU for

$15.00 also -arrived and was counted with the cash receipts.

4

" Except for-a rare "IOU" like this, Dinah does not give credit. She

11kes to keep bookkeeping simple.

-can pay her bills. A larger beauty salon might offer its own charge

‘ account, especially if it is part of -a department store. Some beauty.

salons accept national charge cards. The credit card company pays the
9

Credit sales are

customer's charges and in turn bills them for payment:
' ¢

counted as income when payment is actually-received.

1

On Dinah's daily cash sheet, her income received is about the same

, from day to day. This is because ‘she usually gives similar services to

the same number of customers. But expenditures may differ greatly from.

one day to another. Weekly expenses for Dinah's hair styling salon show

up on Saturday's cash sheet, for example. Expenditures are even higher

ai‘igé beginning and end of the month. ‘

" Dinzh spent more on October 10 thapn she-took in'. But her cash

receipts for the whole month usually are higher than her cash payments.

- *

*

* Theé daily records of a business are per10d1ca11y summarized ~and

organxzed into forms that show how the bus1nese is doxng, such as a’
balance sheet and a profit/loss statement. You'ylll lTearn about profiq/
loss statements in the next unit. If you do go into-business for your-

self, get the advice of a bookkeeper or acgountant about how to qomplete

a balance gheet. . ~ : _ .

Summary .
v ey

®  Hair styling shops use sales slips to record purchases from gus-:

t&mers.. They use dally cash sheets to record total cash recelpts and

payments each day. Daily figures are added up at the end of each month

.
. \ .

She also needs payment qulckly so she

@

/

4




Learning Activities

. /
Individual Activities *
- ~ x
‘ 1. On Jdnuary 12 Dinah gave Jean Cattaneo a haircut for $8.00.
. Miss Cattaneo also bought\a ﬁa@rpick for $2.00. Sales tax is 6%.
\ Complétg the following sales’ slip.
\ . ) ' ) ‘ : tfx "
- ’ SALES SLIP -,
‘ . " DATE: hl
" | CUSTOMER: "” B
é - DESCRIPTION OF SALE PRYCE :
. , P ( '
-, N
SUBTOTAL ‘
= . . s \ ¢
. . T? (670) ) . ’ j St
) , . TOTAL ) '
o . . .
2. Fill out Dinsgh's daily cash sheet foy May 18. On that day Dinah
gave two permanents at $25.00 each, gave three haircyts at $10.00
each, and did four shampoo/sets at $15.00 each. All her castomers
paid in cash. She spent $180%00 on beauty supplies, $300.00 “on
rent, and $45.00 on her insurance payment. c ‘ c .
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CASH SHEET .
. MAY 18. . >

T SIS
CASH PAYMENTS

>

4

¢ P
CASH RECEIPTS? AR

[

B

Rent
Utilities
Equipment,
Furniture oo
Suppliesﬂ!*-
. 3
* . Advertising
+ Petty Cash

Other

TOTAL CASH
RECEIPTS

TOTAL CASH
PAYMENTS

+

'

Do you think it is a gobd idea for Dinsh to keep $100 in petty cash

in a drawer? Why, or why not?

Discussion Questions

1.

‘Name three kinds of financial reqords or forms Dinah needs to fill

out besides the sales slip and daily cash sheet. _ 7,

N
- .
4

. 3 : c T
Discuss the'types of credit sales a small cosmetslogy business could

" allow. What are the adyantages and disadvantages «£or the small .

buginess owner in offering each type? :
. « l

If you ran a beauty salon with-four employees, how much petty cash-

wouldayou keepgon hand, if any? Discuss how it should be used and

'how to prevent theft or misuse of the cash.

1]

‘Mr. and Mrs. Lewis run a -small beauty salon in Los Angeles. It is

attached to a larger retail shop seliing beauty supplies. How would

their financiél forms differ from- the ones Dinah keepd?
- . L] .

78 ’?f;

‘
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Group. Activity

‘ <

In a groyp, prepare a daily cash sheet for your own hair styling
busineés. Make a list of all the customer jobs you had in a typical day.
Remember that you'll have about 16 half-hour time slots in the day. List
‘the amqunt of money you took in for each job (under Cash Receipts).

Under(Cash Payments, k&j}/all the expenses you had on this day.

i CASH SHEET

.’

CASH RECEIPTS CASH PAYMENTS

w0

Cash/Check
Received |

Salaries
Rent
Utilities
Equipment

Fyrniture
Sghséies
Advtising

Petty Cash
Other )

LD

TOTAL CASH .. " TOTAL CASH
RECEIPTS * : « ' " PAYMENTS
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. Keeping Your Businéss Successful

» -

‘ 38a1: To help you learn how to keep your hair styling shop

successful.
é N

d ~

- . i
. Objective 1: Figure owt' the net profit, profit .
ratio, and expense ratio for your business.

,Objective 2: State one.way your business could .
increase its profits. ‘

- " " Objective 3: State one way your business could
‘ change its services to increase sales. .

Aruitoxt provided by Eic:
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v . _ DINAH LOOKS AT HER PROFITS :

- » ' .- - e

- Dinah's accountant, Jack Taylor, was lping 2/7/
prepare a profit/loss statement ﬁg; the past year,/ He-used
2 ) Dinah's monthly cash'sheets and ofher records. Adding
f1gures for the past 12 months, he founq that Dinah's
revenues (total sales) were $50,000, her gross profit was
$44,000, and her expenses were $16,000. Dinah's net

, profit, the difference between gross profit and expenses, )
was $28,000. . . -
Mr. Taylor showed her how to figure aut her profit ‘ ‘

: ratio by d1v1d1ng the net profit by total revenues. "Let's
compare this year's profit ratio to last year's," Mr. Taylor
suggested. Dinah got out the books. They found that last
e year Dinah's profit ratio was higher than this year's. : N
Though her net profit dollars were higher, she felt that
her profit ratio should also have been as high as last

; year's. .
:ﬁt‘ * * . -

N Dinah took stock. To improv¥e the profit ratio of he?¥
business, she could* increase sales, raisg p 1ces, or reduce
expenses.' She decided to do all three. :

ka ‘Two ways to increase sales were to seld more services . . A&
or sell mpre products. "I don't want to work more hours,"
Dlnah thought. '"But I could sell more of my higher-priced
serviCes like, permanents. Of colfrse, that will.require more
adver\tising. I-could also sell additional products like ' 4
hair spray, shampoo, and lipstigck. Then I could raise my
revenues without working overtime."

Dinah also decided to raise' her prices a little. She'd ' .

‘l try to reduce  her costs by buying the supp11es for her shop :

from a different supplier.  She heard that a ‘new beauty

o= supply firm in town had lower prices than the one she was
‘ using.,

-
’ L - . . 1

.
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. Reeping Yq?r Business Successful

S o
- . B “ o
‘.

A small business owner must pay close attention to cash flow.

Unless revenues equal expenses, the business will show a loss. Not only

that, but revenues must exceed expenses. Without profit, a business is

’

not successful. 32
~This unit describes how ¥du -can watch your revenues and profits and

keep your business successful.

‘

‘

- The Profit/Loss Statement
!

-

PN .
/
” N

o

The”yeafly profit/loss statement is one record you can use to check

your business“'ﬁealth The prof1t/10ss statement lists your yearly b

revenues, cost- of goods sold, and gross profits. Revenues is the total

income received from customers. ThHe sum of all costs, expenses, and net

profits equals total revgnues. Cost of goods sold is’the amount you

spend for beauty supplies for the shop and ."take-home" products‘soid to

customers. Gross profit equals revenues mlnus cost of goods sold.

. a4 . - v

On thefprofit/lass statement, a11 your operatlng expenses are also

11sted These include. all the money you spend te. keep the shop open

eyery day (salaries, rent), ut111t1es, advertising, 1n3urance, ‘etc.). 1In
A}
Dinah's dase, she included the wages paid to her accountant "and house-

¢ ’

cleanet under "other."

N ¢ ' . -

rofit is the reward for all yonr hard work.

Net profit covers

your ry as the owner and, money to expand your businegs. To figure

‘your proflt, subtract expenses from gross profit. You should also

look at youg proflt ratios and expense ratios. All of these appear on

Dinah's prqfit/loss statement below. °

.
« v’

84 , S
79
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. ' . TWO-YEAR PROFIT/LOSS STATEMENT
Year 2 . Year 3
5 7 5 7
| Revenues " 1s42,000 1002 ‘| $50,000 100% =~
. Cost of Goods Sold .- " 4,620 6,000 -
Gross Profit $37,380 < $44,000
+ Expenses - e
Rent | 6,000 ~ ) . 6,000 ,
Utilities ’ 1,500 ' 2,009
Advertising 1,160 ] . 1,700
* Insurance / //' 500 ‘ ‘ 800
Other /] 3,860 31% 5,500
TOTAL $13,020 $16,000 7
- ‘ e — N ’
Net Profit (before $24,360 58% - $28,000 A
Dinah's salary
and income taxes) .

+Pxofit and Expense Ratios
™~ : i

Dinah's*profit ratio in Year 2 was 58%. This means that 38% of
Dinah's revenues went to profit. This ratio is.tquite high for a hair ;
styling shop. However,’ﬁinah had no employees to pay, and her rent was
low., She was able to Eéeé her expenses low and her profit high. Dinah *

figured her profit ratio for Year 2 as follows:

. ™
: )
S s _ -t profit _ $24,360 < zgq9 s /
Proflt ratio redenues $42,000 584 -
\ ° LY

The expense ratio is the percentage of .revenues spent by the business

on operating expenses. Dipah figures her expense ratio for Year 2 as

-

folldws: o . N 2

~, * ' 85 M
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. and centg, But it is also very 1mportant.

‘beyond a certain point. -For them, success 'is based on other things..

o .
. '
N \
- = B ¥
.
- - A Y
L. -
. -

. _ expenses _ $13,020 _ .. ‘4
expense ratio revenues . $42,000 317%

, +
’ J » | . | .

’

.

Dinah compared her profit and expense ratios for Years 2 and 3. 'In ) ¢
Year 3, her profit ratlo went down and her expense ratio went up. ‘She
felt that -her proflt ratio should stay about the same every year. To

keep it high, she'd have to- change her buS1ness gomehow. ’ -

- .
\ . o . v
"\ 1 c .
N - « ae . N

Keeping Your Profits High

. . 4

LI ¢ . N .
. [} . W
To keep profits high, you should try some-of ‘the following: ) .
) /}ﬁf?iase sales of your more profitable products and services;

° add new products and serches"
e raise prices; .S .
e reduce costs of goods sold; and

e reduce operating expenses. ¢

\ B y
< o \

- ¢

! Often you must-do several things to stay suceessful. Look at all .
parts of your profit/loss statement. Stﬁdy yo .customers énd trends in

the beauty field. Then figure out the best cha ge§*fop your business. *
. 'S

N, PR . .
% . £
o
v ’

-

-
To Grow or Not to Grow

growth Most of the 1arger hair styllng shops and thains were once »
small bu31nesses ‘that expanded They hired more employeés, sold™more
products and services, and brought 1n more. revenues.

S . 4%, N

5

Some,small business owners do not want to expand th ir businesses } ' -

- 1 ?

dolnt and managing their own work. ThlS is hard to measure\in dollars . T
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Dinah was this type of~gerson. She wanted her profits to rise along

with‘'inflation. However, she didn't want to hire any employees or to
"get rich quick." "I just like to cut hair. *f like to give my customers
new hairstyles thatAbring out their best features. I like-to chat wtth .
them aHout(their lives and see them go home hapz:eg;agg/mé;e ahpracéive.

That's -what success means to me."

A small business owner must keep track of cash’ flow. Comparing
revenues to expemses tells you the net profit for your business. Divid-
ing ‘net profit by-revenues tells you the profit ratio. Small business

oWneré’mpst keep their prdfits and profit ratios high and their_ expenses

. ) o
“and expense ratlos low to be successful. t

. ‘ <

#
Increasing sales, raising prices, and reducing expenses are ways to

improve profits. A hair styling shop owner can improve services or add’

v

new products and services to increase sales.

~ i

*

5
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) Learning Activities - ;

[N 14
K

PN . Individual Activities . 9

- ~
" 1

1. Why do you need to, look at. the proflt ratio ‘as we11 as ;he net

——
proflt to tell how successful a buslness 19**”— e e

[ v

e

M
N
»

_ Look- at. Dlnah s two-year profit/loss statement.
. a. What is her profit ratio for Year 37 : .
- ) b. What is her expense ratio for Year 3?

4 . e+ In which year was -her net brofi;—higher? .
* A N ' = . ) ’*‘
, . - d. In which yegr was her profit ggtio hfghey? T v ot

. C e. Was Year 3"a'good‘year? Explain your answer. ,
’ . \ .
3.E_Below are equatioqs‘you can use to get certain figures for your P/L

o . statement. Match the equatlons W1th the correct f1nanc1a1 term., -’

g ' Revenues a. Gross‘proflt - expenses
' ’ Net profit b, Revenues - cost of goods sold

. ) Profit ratio. c. . Cost of goods sold + expenses +
' . Lo net fit.
. :Gross profit . € pre

T, v o ‘ revenue$

. . net.ppofit

' ,\\\‘—’/) P - net profit . -~
. e. « ’

. . revenues~
- , s ,
o . | A f ' ‘

.. ! R
s . 13 b 1
sDiscusgion Questions . ’ .
P x ” ' . ! .
“ . ¢ Q’ " S N
' . . ) . . .

1. -List several ways you could raise th?'ﬁrdfits of a hair styling g

L shop. Be as specific as possible. . el .
. . o . g' <. ) . ' ¢
- ' S |

. 2. 'As the owner of a hair, stylang shop, what things besides profit

;e

would you look at to decide how suceessf@l you yere?

| SAa - 4 |

z ’ * . . *

LA - }




N ’
- .

. o
. Group Activity . . ' : ' ]
Y - * - - :
= . . . . . ) ] ¢ = ) |
R As a group, develop a plan for increasing sales in Dinah Simmons' ] |
- Hair Design by adding new services and expanding Dinah's line of retail ‘beauty
produ*ﬁ.. \Give specific examples of what she can add. Explain how you ’
- ) I3 - I3 ” ) et - ‘ - :
think these changes will make her business more successful. “ . -
- # . ¢
« \ . . - 04 A B - . .
. - / . |
. . . : 4
v ; 3 Tt o TT T - — = - T a" L. - -
> ’ . o- B *
. r . 7N ’ : 1
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. SUMMARY ‘ :
& } )
. . . ‘f
a . This module has been about owning a small. halr sty11ng
shop. People w1th tra1n1ng in cosmetology can start s1m11ar
- - businesses. - -, .
. A .

» - .

a small ® ' JA,

planning First you have to bessure that ownin
ecide what

\ bu31ness 1s,r1ght for you. Then you have t

:+  services to offer, how to compete, and what lega

"

ments to meet.,, - —
_k ) 3 \—‘

N ~ _ . "
‘e - g

- >

*
require-

. pick a good location, you have.to find out if: ’

’ " custdmers would come to yomr shoﬁ' :Then’you have to get . ’ .

‘ ‘ - money o start. ‘That means sl}ow:.ng a banker that your® idea -
3 : 1s a ,good ‘one. : o . ot

- ’ H
. . * ) .

i

K ' ' R , Beihg in oharge means qividing\t:fﬂwofk and hiring good -

workers. Then you must keep ‘track of*jobs to be done and ‘ N

who will go them. . . : . .
. . : Cow Lo . v 4
. { r . ‘\ B ,

R o : Seétlng prlces means f1gur1ng odt the lowest price you

{f: can charge to meet your expenses andtalso the highest price _‘ I
' \

you can charge and st111 be competitive. To do this you
‘need’ 1nformatlon on your’éxpenses and on yQur competltlon.s
- . . ’ >
prices. ) .' -

y . ¢ .

- R - - . i e
L ‘ ) . . . ® /. .
" /., Advertising is how you get customers. It's an impor- *

© - tant "investment" in your bu¥iness. A satisfied customer
. ' »

Y . ig the very’bestﬁadv&rtisement you tan have._

- .
<

9 ‘ . : T ' ' * Lo I
;. Egigé; o . Jk\a‘ T - \ é?t; . ' . -
A .
. . : . S | .

.




-~ Yoy should keep good financial records

. how the business is doing. Then you“can decide if you can
N o -

expand your business or if you need to cut it back. ’
. - . 3

* . ' LN
In order to own and operate a successful hair styling

shop, you need training in copmétolog}}a work experience, *
and the specihl buglnpss manageément skills we have covered -
in this module. (¥f y}g héve not had a course in cosmetol-

ogi, you should ‘take one“before deciding to own this kind

;w_of:businesah,J!ou;can_léarnﬂhuainess_management_skills

> thyough business classes, experience, or by using the
g

" ddvice and example.of an exper:t.\,S ”

L
A

. _ You ﬁay not make a lot of money by owning ‘a hair styl- N
, . ing shop’. However;.you will have the personal;satisfagtion' ..
v * of being responsiblie for your busin&ss and maRing your own

decisions., Think about how important these things are to

. oL you in considering whather you should start your own hair
e . i .

c - styling shop. . . .

¢ 14 \ ¢
. I3 L .
< -
“ . , -
.
L
. 1Y
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> P [
. v
’ i ‘
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P . . . . . ”
: A )
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_ g . ¢ a4 5
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1. List three services that most hair styling shops give: .
_\ » A . .
¢ a. N .o . A &
2 ~ ‘ ' ’
b, LN : X
v N ' : : -
e * 4 B ; e
. 7 . % : .. }8/
S o T .
k’Z. Which person wduld be better at running a hair styling .
. shop? _ 4 . : ‘ )
. . N . &,
. Joe, who believes ‘every. person can be
C ' ) .
beautiful s
- b. Elizabeth, who,can't stand odors, noise, .
—_——— > ™ > -
- or clutter o .,
3 o -
. -, 3. List one speciai\ sérvice a hair styling shop could give .
- v .
. to senior citizens.
oa o , - <ol
' . , : . ‘ - ¥
ch of the ¥ollowing is @ common legal requirement o
. for a cosmetologist's license?' . -
. . . , N * LI > . , N ,
Lo . a. Graduate from college . -
-— . ’ - ¥ - . N
‘M_“! , b. Pass a physical exam ’ o ? .
Ve . . -
< c. Pass a driver's test ' : : Ty ’
eyt " . d. Pass an oral exam . ’
. . . , .
a' ) . . ’ ’ . “. : V . .-‘ ’Al‘
\ * 5., What is the best way to find out whether a possible ’
, \ beauty slﬁp locatién has enough storage space? .
S . a. Pergonally inspect the site N ne
. . - ' N . e
ol ’ b.. Take a walking tour of the neighborhood o ’
. ~ ) i < o
s . ¢ C+ Talk with the ‘former tenant . T
- . ’ s v - . ,
_ * d, Talk to the landlord . ‘ _ )
. ' \( e o . ) * ' -, ‘ *
. P ‘.
4 ¢ “ &
(%) : 93 . P
|

* g-.;,_ S 87 | | ) ’




~—
.

6. Which of these neighborhoods is best for IOCQting'a‘ -

. beauty salon? ' ~ ' o | ' ‘
- . .

a, A mix of houses, apartments, and shops

’ _7/7 ’ y b. All singlesfamily houges ; ~ - . , N 'd
' . " c. Small factories and warehouses ' y ' ' -,
. d. -All low-cost housing unips : i . )
~ : . R c .
7. A business descriptiom is most important to help a new ) ‘
. beaugy salon get: \
. U a. customers. ) ) & o
: b. a@vertising. v . |
. a

- c. a loan.

d. a business license.

~ . . . N

' . . e )

" 8. List two source§>of money on hand that may be listed in
. a statement of findncial need. . ) .
:\x; - a. \ ) ¥ ) . M ' -
-b' - : ) ° £ : a' S

.

. ’
Y

N . -

9. List two ways that a hair styling shop owqev‘éan hand1@ ‘ ’ |

. 1, "
*the task of keeping the salen cléan..

! e . ' .

R aa. : rc i} ' - T - “ . i
3 ] ] . | n/J.. ’1
o 10. What is the best way to choose an'accountann'fof_xour' ) ' e ”.&
.busiﬁesp? o ‘ . S . |
.o, a. Pick one fg&h the Yellow-Pages ' ° - . e o ‘
- b. Pyt an ad in the'ﬁewsgaper- S ) ' e
c. lAsk friends in business EQ recommend someone . , T e 7
. . ' ’ : Y

- - d. Visit the closest accéunting firm .

. \\z, 3 -

: - ) - . » ’ “-
£ . . . . P -
11. List two ways you could-train a new employee to create . '(\ .
s . "y i . v )
L. L hairstyles your shop specializes in. R . ‘
.. . .. . . r
a. ’ » )
. b: - 5 - .. .
‘ | | o
v - - . . .
A - Qg ’ . . Yo o
. W v ‘ ]
. . ¢ 94 . .
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12 ,Sometim.es a hair styling shop will offer a more costly. -
) . service at a reliu,ced price in order to build up: ‘ .
a.. det;and. '
_b. éompetitign. . :
¢. profit. . ' .
d. expenses. N ‘
< , N , . .
13. All Wound Up; a hairvsalon éor men, needé to make at
least $7.00 an hour ‘to cqfler operating expenses. What. )
___ _should it charge_for a hal'f‘-hou'r trim?". - ,_BM___
a. $3.50 Lo r '
b. $7.00 . : B oL
. c. $15.00 ’ :
‘d.\$17\.00' ‘ L . #
- o ' Yy o
" 14. Mr. Damien wants to advertPse a stunning new ‘hairstyle. .
\ that only he can create. Cost is not a factor . What
.- me'thoq should he use to advert;isef? S\ ™
a. Flier ) )
8 [ 3
b. ’Ye'll_ow Pages { ) .
N ¢, Radio . ) ¢ ’ * o )
; L . . . o= 7
15. "Dinah Simmons, Hair Design, 1790. Franklin, Naperville."
/ What is the most‘imPortant thing missing from"gh_is radio :
spot? /\i‘///\ . .
. 4. Business type . s ' , )
,b. - Telephone number ol . P
- - ¢c. .Business ndme . b
d Buéiqess location’ -. o . -
. ’ . o o . '
16. A-hair styling shop prepares a sales slip for its: _ .
<'a. customers. _ ‘ : S * - )
b. accountélnt. B - -, "
D N sup;;liers. - ‘ ' . .
d. l1gndlord. h .




B :
Y
- 17. A daily cash sheet for a hair styling shop shows your:
‘ K daily profit. ' .
b. outstanding debts. . tow
¢. rent pa§hent.
d. “%ash receipts. . ‘

-

.

N

18. Taking thg'differenge between gross profit and expenses

for the year gives you the: a . »
' a. profit ratios ‘ ’ .
- b. “expected profit.’ -
* 3 % r~ -ﬁ E
// c. net progit.
°, . .d. expense ratio.
19. Increasing sales, raising prices, aq% reducing expenses
are all ways to increase a business': ‘
P o . expenge ratio. o
b.- revenues - .- N
.
c.  net profit.
: . L.
© _ v . .
20. 'The best way to increase revenues for a hair styling
Q . 1 .
, shop 1s to: . , R,
a. reduce the utility bill. . o -
: b. eliminate the sale of products. o .
’ ' ¢c. sell more high-cosf/services.
+d. lower prices. . . A ! /
PR a
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-
. Entrepreneursnip Training .Couponeats'V
< .s
- . » ° . T
. 4 vgearicnal Dpdvime s Module Number and Tigle \
- &
- Gepfral Module ! - Getting Down to Business: «hat's It All about®
t -
' dgriculcure Module 2 - Farm Equipment Repailr .
- .
Module 3 - Tree Service B
, ;
Module 4 - Garden Center A s . .
. hd Module 5 - Fertilizer and Pesticilie Service ~ / o
. Module & - Dairy Farmiag -
. . !
4 Ay : - h » ‘
Mar<eting and Module 7 -~ Apparel Store %
s
Distribuzion . .
- Module § =~ Specialtv Food §tore .
- ’ t
; v Module 9 =~ Travel Ageacy ¢
" < *
. - v Module 10 ~ Bicycle Store .
. .
' ' Mocule 11 -~ Flower and Plant Store
w* Module 12 - 3usiness and Perscnal Seryice
Mocule 13 - Innkeeping .
s - ,
/ nealsn ! ' Moduls e - Nursing Service :
.
Mocule 135 -~ Wheeichair Transportat:ian 3ervice
a
. .
& Module 16 - Health Spa -
- - . -
. ﬂvﬁusmess and Module 17 - Answering Service
- Al ~ -
‘e Oifice “ - < ; ‘
. Module 18 - Secretarial Service
. . . 14 -\
‘ . Module 19 - Bookkeebping Service - A -
¢  Module 20 - Soltware Deswgn Company ts
. Module 2! - Word Processing Service “
. . . Occu\;atlcnal s ®° Module 22 - Restaurant 3uslaess’ ) s
' Hoze Ecolfilercs ¢
- . - ¥ Module 23 - Davy Care Center . :
» . -
. Module 24 - housgcleaniag Serwvice
" Module 25 - Sew:ing Service "
.
" *  Module 26 - Home Attendant Service °
— ¢ ’ ’ ) s
Tecpnical Mocule 27 - Guard Se:w.ice { ‘
N L -
J . \ Moduie 28 - Pest Contrgg Service :
% o Mocule 29 - Energy Specws: Service . '
¢ - e ~ ; y Xy ‘n g hl * ’
Trades and Module 30 - Hair Stylea ) % ° .
Industry ™ . . .
g . Module, 31 - Autg, Repart . d
i ¢ ¢ L \ . v o, .
. Module 32 - Welding Busyness 49 ! ’ )
L] -
Modyle 33 - Construction-&lectr:itian Business ’ .
. v / - ' ) v ERLE ,
. . . . Module 34 - Carpentry .Business .
h " J
: . - . B Y . <
: % .‘\‘fdule 35 - Plumbing Busines$ . .
: ? : . :
L N Module 36 # Air Codditidning and Heating S)rvice L .
o . : PR
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, , o Related Resources .
. o N . .
” * ™ -~ o [ . "— 9, :‘ \18. { Y
Resourze Guide of Esisting Intripreneursnip Materials "
- ° y Handbook on ltilization of the Entreprencursnip Training Components
P . L ° N ) N .
.. . i . . ‘ -
- . . . ’
hid 0 M
A . . .
~ A N a - o~
- ‘ ‘ ' .97
N A . . et 44 ' ~ -
) v ) ’ B . .
v \ N . *
ERIC R .
. - , . - .
» . R : <
B A : A i (-] z - - = S - ]

l
|




